SEPTEMBER 1959 


; Floridas reaction 
to natural gas... 29 


221.30 analyzed... 46 


A CHILTON @® PUBLICATION 


do you sell all the gas you buy? 
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GAS SOLD vapor 
alee metering 


Vapor metering will uncover those hidden will improve your 

losses and provide a record to check the gas *. 

sold against the gas you purchased. profit picture 
Vapor meters on customer tanks will re- 

cord exactly how much gas each account 

consumes—will give you a strong system of 

inventory control. 
There are seven good, valid reasons why 

vapor metering will improve your profit 

picture. They are fully discussed in our 

bulletin ADV-41. Write for your copy to- 

day. Rockwell Manufacturing Company, 

Pittsburgh 8, Pa. 


LP-GAS VAPOR METERS The Ideal Meter For Your Services 
The Rockwell LPG meter is especially designed for meas- 


another fine product by & uring LP-Gas from storage tanks, bottle sets and dis- 


tribution systems. It is lightweight, easy to install. Small 


ROCKWELL in size but has a big capacity—up to 240,000 Btu's 


per hour. The sturdy aluminum outer case is impervious 
to weather and impact. 








Nore miles of service per dollar invested 
with Hackney T-1 transports 


The way we make T-1 transports is sure to appeal 
to you on the basis of long-term, profitable invest- 
ments. Here’s why we think so. 

When T-1 steel became approved for trans- 
ports, our engineers and metallurgists already 
knew how to fabricate it to preserve fully its 
inherent qualities of lightness and strength. 

This basic experience led to new and thor- 
oughly tested standards of manufacture which 
resulted in production of T-1 transports which 
assure you more miles of service per dollar 
invested...lower maintenance and repair costs 
..-more pay load per transport—a truly thrifty 
investment for owners of Hackney T-1 transports. 

For complete details of the superiority of 
Hackney T-1 transports in construction, opera- 
tion and maintenance, write to the address below. 
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fuel ranks for 


cylinders trucks and tractors 


systems 


| LP-GAS CONTAINERS FROM ONE POUND TO 30,000 GALLONS 





lift truck tanks 


Why Hackney T-1 transports pay off 


e Superior welding techniques provide safer, 
stronger welds 


e Special X-ray and Magnaflux inspection 
methods assure flawless, smooth fusions 


e Improved stress-relieving methods preserve in- 
herent strength of T-1 steel 


e Strict inspection methods eliminate chances of 
future failures 


e Compliance with all safety regulations and 
codes—ASME, ICC, state authorities 


e Constructed to meet local legal load limits 


e Wide choice of optional equipment to make 
deliveries faster, easier, safer 








tank trucks transports. bulk storage tanks 














UNITROL 110R UNITROL 200R 


smart ways 
to push-up 


your water 
heater 
sales score! 


UNITROL 400R 


SPECIFY ROBERTSHAW UNITROLS WITH BUILT-IN PRESSURE REGULATORS 
TO... INCREASE GAS BURNER RATINGS...IMPROVE IGNITION PERFORMANCE... 
IMPROVE YOUR WATER HEATER SALES APPEAL. 


New Robertshaw Unitrols, with built-in pressure regulators, give your water heaters the 
smooth, modern look ... clean design, no sharp corners, no dust-catching crevices. For a 
higher sales score, enable salesmen to demonstrate the smart new Unitrol 200R with its slip- 
top cover and concealed knobs . . . or best yet, the Unitrol 400R with the slip-top cover and 
the flip-top lid .. . and the ultimate in appearance. Robertshaw Unitrois with built-in pressure 
regulators also simplify your assembly and inventory problems! # Push-up your water heater 
sales high — specify the smart, new Unitrol 110R ... higher with the smarter Unitrol 200R 
... highest with the fabulous Unitrol 400R — all with built-in pressure regulators. 


FOR MORE 
INFORMATION, 
CONTACT: 


GRAYSON CONTROLS DIVISION + LONG BEACH, CALIFORNIA 








ARE YOW PREPARED FOR COLD WEATHER? 


Fill all your tanks and your customers’ 
tanks with WARRENGAS or GULFTANE OW 





Contact our nearest Sales Office. 


A 
GULF GULFTANE 
@ LP- PROPANE 






WARRENGAS 
the Concentrdled fuel 
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METALBESTOS 


PUTS ANOTHER PLANT 
ON ITS VENTING MAP 


A significant addition to the Metalbestos marketing network, 


this new plant in Logan, Ohio, is scheduled for mid-1959 
completion. it follows closely on the heels of another 
production facility established last year: The Metalbestos 
Manufacturing Company in Brockville, Canada. 


At its new Ohio plant Metalbestos will manufacture a complete 
line of gas vent and all-fuel chimney products. The result will 
be to expedite distribution and service to eastern, southern 


and midwestern customers. 


In the words of William Wallace Company president, Alan Kinkead, 
“This is an important new link in our chain of plants, warehouses 
and factory representatives. It should materially assist those 


engaged in serving North America’s heating needs.” 
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M ETALBESTOS DIVISION 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 
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THIS “MAGIC™ FEATURE WILL 
Me HELP YOU SELL 
MORE 


TINY PAN? BIG PAN? 
TINY FLAME! BIG FLAME! 
















UNI-MATIC 


HEAT CONTROLLED TOP BURNER 





Of course, the Harper name tells you it’s precision built. 
The Uni-Matic automatically measures heat and regu- 
lates the flow of gas to maintain pre-set temperature 


with exceptional accuracy. With the added low heat 





flexibility of the Flame Selector, the flame height can be 


adjusted to suit any utensil—any size, shape or material. 


Accurate heat settings from 150° to 400°. 


Combined with the Harper Alltrol Center Simmer 
burner, you have the “perfect pair” for smooth, profit- 


able selling. 


HARPER-WYMAN COMPANY 


Specialists in Burners and Controls for Domestic Gas Appliances 
Dept. 99-B / 8550 Vincennes Ave., Chicago 20, Illinois 


Horper Flame Selector 
Uni-Matic and Alitrol Cen- 
ter Simmer burners meet 
basic and optional speci- 
fications for AGA Gold 
Star Ranges. 
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NEW FASTER FILLING SERIES 8594 


Includes high-capacity double back check filler 
valve, vapor equalizing and excess flow valve, serv- 
ice line shut-off valve, fixed liquid level gauge, 
liquid transfer connection protected by RegO Chek- 
Lok excess flow valve, and provision for liquid 
baffle or eduction pipe. Optional features: pres- 
sure gauge, single or two-stage pressure regulation, 
Tri-O-Seal inlet connection. Supersedes Series 2594. 


NEW FASTER-FILLING 
SERIES 8593 


Includes high-capacity double 
back check filler valve, vapor 
equalizing and excess flow 
valve, service line shut-off 
valve, fixed liquid level gauge, 
and provision for liquid baffle 
or eduction pipe. Optional 
features: pressure gauge, single 
or two-stage pressure regula- 
tion, Tri-O-Seal inlet connec- 
tion. Supersedes Series 2593. 


NEW TOP-WRENCHING FOR 
ECONOMICAL INSTALLATION 
Tank fabricators will like espe- 
cially the top hex-wrenching section 
on these new MultiValve Assem- 
blies. This permits quick, conven- 
ient, cost-saving assembly with 
power wrenches. RegO has avail- 
able a special modified deep socket 
that goes on right over the filler 
cap, and fits snugly. Another RegO 
“first” to help you cut costs! 


EXCLUSIVE 


RegO Chek-Lok now 


DO YOU KNOW 
it will pay you 
bie ss standard on all Multi- 
Valve Assemblies Sup- 
plied with Liquid Trans- 


. fer Connections 





coo 


6 BUTANE-PROPANE News 





UNITS SERVE YOU BETTER THAN EVER: 





Faster filling than previous models...higher vapor return rate...new Chek-Lok. 


| RegO brings you all three innovations plus long-recognized MultiValve unit ex- 
cellence. Already famous for use-proved economy and enduring, dependable 
service, new MultiValve units as RegO makes them mean even greater over-all 
convenience and savings. 


For the tank fabricator—easy socket-wrench installation, established field 
preference. For the fuel distributor—RegO quality, trouble-free filling in shorter 
|! time. For the user—reliability year after year...everybody benefits! On all 

types of installations, MultiValve units now serve you better than ever...and 
of course they’re made only by RegO! 


NEW FASTER-FILLING 
8475 & 8477 SERIES 


This single head, requiring only one 
tank opening, contains complete sys- 
tem controls. Regulator bracket is 
furnished, and pigtail is bent to shape. 
Both the Series 8475 & 8477 include: 
high-capacity double back check fill- 
er valve, vapor equalizing and excess 
flow valve, service line shut-off valve, 
safety relief valve, provision for 
liquid baffle or eduction pipe and 
slip-tube or float-type liquid level 
gauge. Fixed liquid level gauge, pres- 
sure gauge, and single or two-stage 
regulation are optional. Series 8477 
also includes a liquid transfer con- 
nection protected by a separate ex- 
cess flow valve with RegO Chek-Lok. 
Supersedes 1475 & 1477 Series and 
8575 & 8577 Series. 


BASTIAN- BLESSING?" 


4207 West Peterson Avenue, Chicago 46, Illinois 





REGO MULTIVALVE ASSEMBLIES FOR ICC CYLINDERS 
For ICC containers up to 420-lb. LP-Gas capacity and small ASME containers...Series 2555. For ICC con- 
tainers up to 200-lb. LP-Gas capacity, and having a 34” pipe-thread opening...Series 7555. For money- 
saving reliability it pays to specify RegO, whatever the service requirements. 
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YOU GET 


EXTRA 


PROTECTION 
FROM THESE 


| >, Gor Oh As 
fan” \— 
ff 


REGO DOUBLE BACK 
CHECK FILLER VALVE 


REGO CHEK-LOK 


Ze. 


REGO TRI-O-SEAL 





finest thermostats. ...also makes the world’s 
“finest water heater controls. Now all new, with 
es without built-in pressure regulators. , 


cq DELUXE MODEL, V5131. Available 
{) — with long or short element or tube— 
with or without pressure regulator. 
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CHIMNEY 


FRESH AIR IN 


AY 
BURNT GAS OUT 
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V-O-M MAGIC VENT 
BREATHES THRU WALL 
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HERMETICALLY 
SEALED 


HEAT 
EXCHANGER 


Vent-(@)-magic WALL HEATER 


Patent Applied For 


Dramatically different; Complete, Compact, 
Safe. Mounts on (not in) any outside wall. No 
chimney, no ductwork. Sealed exchanger; burnt 
gases cannot enter room. Expansive louvered 
panel frees maximum heat quickly; accents 
warm floors. Easy to install and service; all 
controls handy via front Service Door. Com- 
pletely automatic; 100% Safety Shutoff. A.G.A. 
Approved. Beautifully finished in Copp 

& Cafe’ baked enamel. 


@BLOWER is optional; easy to add 
anytime. VENT is weatherproof, 4 
windproof, pestproof. Features “3 
Aluminized Steel construction. 7 


COMPLETELY 
AUTOMATIC 


WRITE FOR THESE 
PV-O-M SEALED WALL HEATERS, 
ask for Specs File No. 773. ee, 
P RECESSED WALL HEATERS, ask 5 
for Specs File No. 753. 
P CATALOG NO 59, for Consoles, 
Utility & Fireplace Heaters. 


PP 4 ty. 





FOR NATURAL @ MANUFACTURED @ MIXED @ LP-GASES 





THE OHIO FOUNDRY & MFG. CO, “America’s Finest Since 1846” STEUBENVILLE, OHIO 
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Man the paste-pots! 

When this issue comes off the 
press, we will probably lock the 
office door and pull the wall-to-wall 
carpeting over us. We may even 
post a guard, complete with squir- 
rel gun. 

We’re not looking for trouble, 
but we may get it. 

Down the hall a piece, with a 
quick turn to the left, is the main 
editorial office of GAS, our affili- 
ated publication. Like BPN, GAS 
is first in its field. The only trouble 
is, it’s in the wrong field. It’s a 
gas utility book. As true expo- 
nents of the LPG cause, we simply 
can’t bring ourselves to trust it 
completely. 

But we do get along, and quite 
well, too, all things considered. 
Like the gas utilities they serve, 
gas men regard us with a certain 
amount of smugness. Sometimes 
we are made to feel like small, 
yippy dogs, nipping at the heels 
of a condescending giant. But, all 
in all, the truce between us is not 
an uneasy one. 

This month, though, we’ve gone 
and done it. We've suggested 
rather boldly, in the special sec- 
tion, that LPG dealers in Florida 
just might be able to survive—and 
prosper—despite the presence of a 
condescending giant in their midst. 
When word of this reaches the ears 
in the second office on the left, 
there may be repercussions. We 
may have gone too far! 

However, we don’t really think 
the squirrel gun will be necessary. 
We’ve got an ace up our sleeve— 
just found out one of our fellow 
tenants (not a GAS or BPN man) 
has bought a home with an elec- 
tric water heater in it. Aha—a 
common enemy! A moment before 
civil war is declared, we expect 
confidently to close ranks and 
march on HIM! 

But it may be touch-and-go for 
a while. 
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Now ts the time to Build, Modernize, Enlarge 


- 


Planners, Fabricators 


SERVICES — Anco personnel can handle all 
Layout, Engineering, Fabrication, Supervision and 
Construction on a Modernization, Enlarging or a 
new turnkey installation of a bulk plant, river 
terminal, stand-by or pipe line terminal plant. 
X-Ray and Stress relieving facilities to meet any 
requirements. 


, suppliers, Erectors 


Anco can handle any phase of an LP-Gas project regardless 
of size. All facilities are available within the Anco organi- 
zation. ANCO will take full responsibility. 


E Q U l PM ENT — Anco has two steel fabricating 


plants and several conveniently located warehouses. 
From these facilities Anco supplies LP-Gas systems, 
storage tanks in all sizes, pumps, compressors, valves, 
fittings and other specialized LP-Gas equipment to 
meet your requirements. 


Write for copy of our newly designed 
drawing of our high capacity bulk plant. 


ANCO MANUFACTURING & SUPPLY CO. 
TULSA, OKLAHOMA — 21st at Union — LUther 4-6187 


MEMPHIS, TENN. 


EAST ST. LOUIS, ILL. 


DES MOINES, IA. 


241 Industrial Ave.—WHitehall 6-1694 © 6503 St. Clair Ave.—EXpress 7-0200 @ 327 Ins. Exch. Bldg.—CHerry 4-5347 
(Highway 50) 
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BULK STORAGE 


Providing maximum LPG storage for your customer's 
security is one of the best ways possible for you to 
gain and hold customers. The cost is practically noth- 
ing! The steel propane storage tank on your lot is 
worth just as much today as it was ten years ago 
... and it will retain its value. 


@ Haul Extra Gallons 
Each Trip 


@ Deliver Extra Galions 
Each Trip 


@ Work Fewer Hours 


@ Reduce Overtime 
Costs 


@ Drive Less Miles 
@ Earn More Money 


... The Nor-Tex 
Way! 


WRITE WIRE 
OR PHONE 
FOR PRICES 


PRODUCTS 
COMPANY 


National Sales Agents for 


Haul More Gas...Lless Steel 
Than Ever Before! 


All Nor-Tex Delivery Equipment embodies the newest 
development in sleek, LIGHTWEIGHT, streamlined twin 
or single barrel LPG Delivery Units featuring original 
Nor-Tex ALUMINUM SKIRTING and CABINETS. Exclu- 
sive Nor-Tex engineering designs have produced ideal 
balance and drastically reduced over-all gross weight. 
Side or rear cabinets on these new lightweight units 
are optional and are arranged to fit your individual 
requirements. 


WE ARE TRUCK DISTRIBUTORS 


As authorized new truck distributors Nor-Tex can save 
you hundreds of dollars on Internationals .. . Chevroiets 
.-- Fords ... GMC's and Dodges. Order any unit you need. 
You can't beat a Nor-Tex deal for-all-around valve. 





RTH TEX 
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OF THE RICH LP GAS 
MARKET CAN BE YOURS 


...With Low Cost efBe Quality Equipment 


Whatever your needs in LPG equipment there is a safe, 
profitable, factory tailored Nor-Tex unit ready for you. 
We are truck distributors and we manufacture LPG Truck 
and Transport Tanks, all types of LPG Tractor and Motor 
Fuel Tanks, Portable LPG Filling Stations, Trailer Tanks, 
LPG Storage and Domestic Tanks, Farm Carts and Anhy- 
drous Ammonia Tanks, all built by men with years of 
Butane-Propane bulk plant experience. Let Nor-Tex help 
you boost profit and slash delivery costs with High Flow 
piping .. . faster loading and unloading units. 


TRANSPORTS 


May we help you? Phone, wire or 
write today! Interested attention, 
experienced assistance and helpful 
suggestions are yours for the 
asking. : 


4 BIGGER PAYLOAD 
DELIVERY UNITS 


e STANDARD TWIN 
e PAYLOAD SPECIAL 
e CUSTOM TWIN 

e DELUXE TWIN 


NK CO. 
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4 PLAN TO MEET EVERY NETO? 


2500 WG Units Weigh Under 23,000 Ibs. Loaded 


Every bulk plant operator is interested 
in these four new, sleek, LIGHT- 
WEIGHT, streamlined, twin or single 
barrel Nor-Tex LPG Delivery Units with 
their high flow plumbing. Even 3000 
WG units and over are within the 
18,000-Ib. axle limit. 


For day in, day out efficiency, durabil- 
ity, payload, fast loading, high rated 
delivery, perfect balance and appear- 
ance Nor-Tex delivery equipment can’t 
be beat. Nor-Tex engineering has 
greatly reduced over-all weight. 


P.O. BOX 1219 
DENTON, TEXAS 
DUpont 2-5416 





Now America's only bonded line.of home heating and air conditioning is bigger and better than ever. 


to sell homes 
faster, 


sell guaranteed 
comfort 
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At _presstime, BPN received the following telegram from George J. Schulte 





Jr., managing director of the National LP-Gas Council: “Early returns show 
National LP-Gas Council dealers getting outstanding grass roots sales 
action from local tie-in with Council's $100,000 Win-A-Home sweepstakes. 

In one day, national ad pull brought five homemakers into one Zero Butane 
Gas Co. store in Arkansas for official entry blanks. Backed by all-out 

local sweepstakes tie-in, Zero stores sold 100 ranges in first week, expect 
to sell at least 200 more. Before its local promotion got under way, 
Thermogas Co. had 30 inquiries from Des Moines, Iowa, area alone. Utility 
Gas, Gaylor, Minn., using Sweepstakes promotion as key store traffic buiider 
for county fair exhibits. Huntingdon Butane & Propane Gas Co., Huntingdon, 
Tenn., reports: 'We started our publicity according to your time-table. 

We are highly pleased with reception of public. Both customers and non- 
customers are coming into our store as they never have before, on any 
promotion.’ By August 12, Council headquarters had received more than 27,000 
entries. As part of their grass roots promotion, Council dealers have 

bought and distributed 450,000 self-mailers featuring Reader Digest 1% 

page ad, and purchased 900,000 entry blanks. Landslide of dealer orders for 
more Sweepstakes material has swamped Council headquarters.* 


As this issue went to press, the nation's business had yet to show any 
marked effects of the month-old steel strike. Although the strike had 
knocked out 85 per cent of the country's steel production, the stockpiles 
were still holding up. Business remained strong and the economy could look 
back on a first half that set many ecoiomic records. Among the most promi- 
nent of the new marks was the retail sales total of $107.5 billion for the 
first six months. Last year's sales for the same period were only $98.6 
billion. Consumer purchases of hard goods, such as appliances, were up 

21 per cent over last year's recession figures. 


The construction industry continued to roll in high gear as it began the 
second quarter. Residential construction in July was up a whopping 28 per 
cent from July 1958 and an amazing 32 per cent for the first seven months, 
as compared to last year. Farm construction, meanwhile showed respectable 
increases of 12 per cent for July, 11 per cent for the seven months. 





The LPG industry began the second half with stocks and production rising. 
In the first two weeks of July, LPG in storage rose 48.8 million gal. to 
940.5 million gal. That's a 30.3 per cent increase over the same period 
last year. In the same two weeks, output rose 2.8 million gal. to 309.5 
million gal., 20 per cent more than for the same '58 period. Factors cited 
for the increase in stocks were: above normal rainfall throughout the 
nation, cutting down on irrigation usage; and a big increase in both 
underground storage and bulk plant storage facilities. 


LPG production will get a Bogs shot in the arm late this year when 
Texas Natural Gas Corp.'s yne, La., plant goes into operation. Products 
to be manufactured are propane, iso-butane, normal butane, and natural 
gasoline. Daily production will be in excess of 350,000 gal. 


BD HiGHLIGEHTs 


A number of LPG companies continued to report Biseme ly healthy earnings. : 
uperior Propane Ltd. of Toronto says first half income was 44 per cent 
over last year. Two factors were cited: a 27 per cent increase in sales and 
tighter control on operational expenses. National Propane Corp. of New 
Hyde Park, N. Y., announced that income was up 27 per cent for the six 
months ending May 31. Operating revenues had increased 41 per cent, includ- 
ing a 22 per cent boost in ss g8aNagteed sales. 





Hers ee 





d ged up close to the million mark 
rye the half year, The total, 968, "000 ranges, was 12 per cent above the 
863,000 units shipped during the first half of '58. Free-standing ranges 
were up 5.6 per cent, but built-in units provided the big boost, rising a 
fantastic 64.5 per cent to 159,000. 


heating equipment was doing even better than ranges, with a 
per cent gain for the first six months. ces, boilers, and gas 
conversion burners sold during the period totaled 530,000, compared to 
last year's 410,000. Possible trends to watch: conversion units showed 
only a 5.3 per cent increase over the six months, but rose sharply, 28.7 
per cent over last year in June; boiler shipments were up 21.4 per cent 
for the six months, but jumped to a 37.1 per cent increase in June. 


Gas dryers led the laund appliance indust in percentage gains for the 
first six months. Sales totaled 168,000 units, up 46 per cent over last 
year. (Electric dryers increased only 25 per cent.) And “in the second 1959 


six months, clothes dryer sales will practically double." That was the 


recent prediction of Judson S. Sayre, president of the Norge Division of 
Borg-Warner Corp. 


Another optimistic prediction was the recent Gas Appliance Manufacturers 
Association Peceerit for gas appliance and equipment sales for this year 
and next. The forecast was for '59 sales to be 10 per cent over those for 
‘58 and for '60 sales to be "as much as" 11.7 per cent over '59. Specific 
figures forecast: gas ranges--2.05 million units in '59, 2.16 million in 
‘60; water heaters--3.035 million units in '59, 3.08 million in '60; and 
central heating--1.32 million units in '59, 1.37 million in ‘60. 


Christmas is just around the corner. The American Gas Association is pre- 
paring a well-rounded Christmas promotion built around movie star and Air 
Force General Jimmy Stewart and his family. The promotion can be of real 


benefit to all LPG dealers. It will be featured in BPN's annual Christmas 
Sell-0-Rama, coming up next month. 


The second book in LPGA's four-volume training course is just off the press. 
It covers transportation, bulk plant operation, and distribution. Like 
the first in the series, the book is actually four soft-cover volumes: 


instruction manual, instructor's guide, test book, and assignment book. 


For information, write: Industrial Education Dept., University of Texas, 
Austin 12, Texas. 








Favorable action on LPG measures has been taken by the California and 





Minnesota state governments. A Western Liquid Gas Association backed bill 
was Signed by the California governor in mid-July. It transfers LPG from the 
gasoline to the diesel category, making the ultimate consumer responsible 
for reporting and paying tax used for highway purposes. Apparently well on 


its way to final approval is a Minnesota-LPGA-backed move to make tempera- 
ture correction mandatory. 





BASO REEF LAME PILOT 


meet every GAS product application 


designs 


BASO scores again with its Model R200 
“Free-Flame” pilot burner designs for 
central heating systems, or other higher 
consumption burners. 

Acceptable to original equipment gas appli- 
ance manufacturers, these pilot burners are engi- 
neered to facilitate positive ignition and provide 
trouble-free performance with any kind of 
fuel gas. Various tip positions carry the flame 
either left, right, or two directions simultane- 
ously to one or two burners to meet the re- 
quirements of any appliance design. And the 


many types of brackets permit pilot adaptations 
to all kinds of mountings—vertical, horizontal, 
and inclined. 

For smaller capacity applications, such as 
water heaters, the Baso R50 Series pilot burners 
feature stable flame and quiet operation with 
moderate fuel consumption for all models. 

Whatever your product requirements, there’s 
a Baso “Free-Flame” pilot burner available in 
many types. Consult with your nearest Baso sales 
engineer today! There’s no obligation. For more 
product information, WRITE 


MILWAUKEE 1, WISCONSIN 
Dept. SB-7 


BASO INC. 
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Today's smallest two-way mobile radio - actual size! 


New Generdl Electric Transistorized Progress Line 


General Electric’s new Transistorized Progress Line will fit in more places, in more different positions, 
than any other two-way mobile radio you can buy today. 


Not only is this the world’s smallest, lightest commercial two-way mobile radio, but standby 
battery drain is so low you need never turn off your TPL mobile unit, just like the clock in your car. 
You instal] no special generator, use less gas, require fewer engine jobs. 


TPL is the first two-way radio that transmits up to 75 watts of power in high band... the first that 
really fits under the dash . . . the first to realize the full benefits of transistorized design (no more than 
four tubes) . . . the first to eliminate bulky cables through new one-piece design of receiver control and 
transmitter ... the first with shielded dirt-free ventilation. 


The new General Electric TPL ushers in a new era of convenience and reliability in mobile com- 
munications. Don’t miss all the exciting details. Write General Electric Company, Communication 
Products Department, 599 Mountain View Road, Lynchburg, Virginia. 


Find tt Fast in the Yellow Pages 


GENERAL @@ ELECTRIC 


Communication Products Department 





Comparative prices 
of fuels for cooking 
Mexico 


Do you have information re- 
garding the amount of different 
fuels required to cook different 
foods? We want comparisons of 
gas, kerosene, electricity, coal and 
wood needed to cook foods. 

C. G. C. 


“The Bottled Gas Manual” pub- 
lished by BUTANE- PROPANE 
News has tables of comparative prices 
for all the fuels mentioned in your 
letter. The prices may not be in line 
with present day figures, but they are 
tabulated in such a manner that you 
can easily alter them to suit the 
meisuring and monetary systems used 
in your country. 

An article published in the No- 
vember, 1957, issue of BUTANE- 
PROPANE News entitled “Test 
House Uses Separate Meters to Prove 
LPG Costs 63 Per Cent Less” may be 
helpful. A second article entitled 
“Meet the Oil Heating Competition 
on the Battleground of Efficiency” ap- 
peared in July, 1955.—Ed. 
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Code requirements 
dictate tank location 


New York 


We are considering installation 
of a new 30,000-gal. propane stor- 
age tank and need any facts and 
figures that might be useful. Some 
of the questions that occur at the 
moment are: 

1. How many feet from a road 
must the tank be located? The 
roadway in mind is a dirt side- 
road, about 16 ft. wide, with very 
little traffic. 

2. Must this sized tank be 
fenced? 

3. If we use a pump or compres- 
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sor to unload our transport into 
the storage tank, what is maxi- 
mum distance in feet we can run 
the pipe lines, considering we use 
2 in. pipe? 

W. A. W. 


You should follow the directions of 
the code regulating the installation 
of L. P. gas systems in the State of 
New York. Also you should consult 
your insurance carrier and any local 
governing bodies which may have a 
code regulating L. P. gas installa- 
tions. 

The National Fire Protection As- 
sociation’s Pamphlet No. 58 is the 
basis of nearly all state and local 
codes. A copy can be obtained by or- 
dering direct from the NFPA office 
at 60 Batterymarch St., Boston, 
Mass. 

Paragraph B.6 (b) which specifies 
location of containers and regulating 
equipment reads as follows: 

“Each individual container shall 
be located with respect to the nearest 
important building or group of build- 
ings or line of adjoining property 
which may be built on in accordance 
with the following table”: 

The table calls for containers over 
2000 gal. we to be located a mini- 
mum distance of 50 ft from the above 
mentioned properties and at least 5 
ft from above ground containers. 

There is no mention of distances 
from highway property lines. How- 
ever, the property line on the oppo- 
site side of the highway is consid- 
ered a property line which may be 
built upon. 

You say the road is about 16 ft 
wide. You should be sure that this is 
all the property dedicated to the road- 
way. There may be easements call- 
ing for a wider road, or the actual 
property dedicated to the road now 
may be more than 16 ft. 

If the road is only 16 ft wide, you 
would be required to set the tank 34 
ft back from the road boundary line, 
unless some arrangement or physical 
condition, such as a stream, would 
prohibit the erection of buildings 
within 50 ft of your tank. 


Paragraph 2.13 (d) answers your 
question regarding the fencing as 
follows: 

“The container storage area shall 
be fenced with ‘manproof’ fencing or 
otherwise protected where necessary, 
and at least two means of access 
through the fencing shall be pro- 
vided.” 

The shorter the transfer lines, the 
less resistance to product movement 
will be encountered; therefore, the 
faster the rate of transfer. Run the 
lines as directly as possible, use as 
few elbows as possible and angle 
valves instead of line globe valves. 
The size of line is also dependent 
upon the size of pump or compressor 
which is planned. 

It is poor economy to install a 
large pump, then keep it from pro- 
ducing by limiting the flow with re- 
strictive piping. One or two hundred 
dollars (a small amount compared to 
the total investment) spent for 
larger valves, pipe and strainers, 
especially on the suction side of the 
pump, will return the extra cost in a 
very short time. A starved pump 
will wear much faster than one 
which receives a full flow of liquid 
instead of part vapor. 

It is difficult to say if 2 in. line is 
adequate for the pump you plan. It 
should be adequate for the vapor line 
even on a large size compressor and 
a 100 ft of run.—Ed. 


To clean tanks 


for water service 
Louisiana 
Can you tell us how to clean the 
interior of a used L. P. gas tank to 
remove the odor and make it suit- 


able for use as a water tank? 
P. R. W. 


A complete steaming or washing 
with tri-sodium phosphate solution is 
best.—Ed. 
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WARRANTY 
PROTECTION ON 
ALL WEATHERHEAD 
LP-GAS PRODUCTS 


SINCE 1919 
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WEATHERHEAD 


THE WEATHERHEAD COMPANY 
LP-Gas Equipment Division 
Cleveland 8, Ohio 


40 Years of Manufacturing Experience 
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All late model cars 
operate well on L.P. gas 
Kansas 
We would like to know which of 
the new cars works best on pro- 
pane. We prefer lower or medium 
priced cars; also, prefer the 
Chrysler line. Let us know about 


gas mileage and performance. 
A. E. 


All late model cars operate quite 
satisfactorily on L. P. gas as the late 
engines have about the same basic 
features and compression ratio. 

The main consideration is the choice 
of body style to install a tank with- 
out loss of essential trunk space. 

Performance on the late engines 
will compare favorably with gasoline; 
however, mileage will drop about 10 
per cent per gal., due to the lower 
Btu valve of L. P. gas.—Ed. 


Se 


“At cost" figure is for 
fixed asset investment 
Wisconsin 

Your articles by J. Gordon Al- 
lard have been most interesting. 

I am confused, however, by a 
statement in the first article, (Jan- 
uary 1959 issue, page 23) concern- 
ing the “Fixed Asset Investment 
At Cost” portion. 

At cost, of course, means just 
what was paid for the fixed assets 
and does not include depreciation. 
However, many annual reports list 
property and plant at cost as a gen- 
eral heading. Then depreciation is 
subtracted and a net figure re- 
sults. Naturally, the percentage of 
profit is considerably different when 
figured on a depreciated basis, as 
compared to a non-depreciated. 

I would appreciate an answer as 
to whether the at-cost figure ac- 
tually includes depreciation. 

Miles H. Barker 
Executive Vice President 
Wisconsin Rapids Gas 

& Electric Co. 


As you stated, the fixed asset in- 
vestment at cost is just what was 
paid for those assets. That is the fig- 
ure upon which the L. P. gas dealer 
should be earning 20 per cent net 
before taxes. 

In determining a standard for sat- 
isfactory earning performance, it is 
necessary, in my opinion, to use the 
at cost figure for the fixed asset in- 
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LP-Gas meters bring “utility-type” service to your 
customers. Metered service builds confidence and 
helps you sell more gas and gas appliances for the 
7 big household jobs. American LP-Gas meters 
save money for you, too—cut delivery costs by 
ending cross-hauling and out-of-fuel calls... make 
possible increased storage on customers’ premises 
More and more industry leaders every day are 
profiting from the load building advantages of 
American metered service. 


AMERICAN 


METER COMPANY 


INCORPORATED CESTABLISHED #836? 


WELDED STEELCASE WC-45-LPG 
METER — Light weight, sturdy, 
economical — ideal for average 
domestic services without central 
heating. Incorporates removable 
soldered top, internal, counter-type 
index, Nylon valve guides and 
bellows-type, molded Duramic 
diaphragms for LP-Gas service... 
lifetime corrosion protective finish. 
Rated capacity 45 cfh propane at 
%-inch w.c, differential — 5 psi 
working pressure — %-inch F.P.T. 
connections — shipping wt. 8 Ib. 
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ALUMINUMCASE AL-110-LPG METER — 


Designed for medium-sized homes with 
space heating and for small commercial 
loads. Compact, light weight, die-cast alu- 
minum alloy construction provides high 
resistance to impact damage... reduces 
rT pe and handiing costs. Rated capacity 
110 cfh propane at %-inch w.c. differential 
— 5 psi working pressure. Available with 

%, % or %-inch F.P.T. connections — 
shipping weight 17 Ib. 








GENERAL SALES OFFICE: Philadelphia 16, Penna. * Albany * Alhambra * Atlanta * Baltimore * Birmingham * Boston * Chicago © Dallas 
Denver © Erie * Houston * Kansas City * Los Angeles * Minneapolis * New York * Omaha * Pittsburgh * San Francisco © Seattle 
Tulsa * Wynnewood * IN CANADA: Canadian Meter Company, Ltd., Milton, Ontario * Calgary * Edmonton * Montreal * Regina * Vancouver 


SUPPLIERS TO THE GAS INDUSTRY for Ironcase, Tinned Steelcase, Aluminumcase, and Welded Steelcase Meters * American-Westcott Orifice 


Meters ¢ Instruments * Reliance Regulators * Apparatus ¢ Valves 


SEPTEMBER, 1959 


21 








Letters * continued 


vestment because it would be sub- 
stantially the same for all LPG deal- 
ers at any given time. Ten years ago 
all dealers were paying about the 
same prices for equipment just as 
they are at the present time, al- 
though prices now, compared with 
ten years ago, are quite different. 
Nevertheless, that cost figure repre- 
sents the invested capital upon which 
satisfactory earnings must be made. 

It would not be possible to compare 
the earning performance of compa- 
nies using the depreciated figure for 


the fixed assets. On this basis, com- 
panies 10, 15, and 20 years old would 
show a tremendous rate of return as 
much of their equipment still in use 
has been completely written off and 
represents no investment on their 
books. The depreciated figure for 
newer companies would be much 
higher. Their original cost is higher 
and they have not been in business 
long enough to accumulate much de- 
preciation. Consequently, their earn- 
ings on a depreciated basis would be 
substantially lower than it would be 
for the older companies—J. Gordon 
Allard. 











Even a large, 
needs the right “connections” 








FOR SUCCESS 
you must have the 


Right **Connections.”’ 


independent LP-Gas distributor 


if he wants to grow. 


It is important for him to do business with a com- 
pany that can be depended upon to furnish top 
quality product, good service, engineering assistance, 
practical merchandising and sales helps. 


If you feel you do not have the RIGHT “con- 
nections” call Sinclair. The new TRUFLAME 50/50 
advertising program, offered to Sinclair distributors, 
is tailor-made for either the large or small inde- 


pendent. 


Write or call for the facts about the 


TRUFLAME program today. 
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SINCLAIR 
OIL & GAS COMPANY 





SINCLAIR OIL BUILDING _ TULSA 2, rong 
Telephone LUther 4-0411 





Liquid level gauges 
Japan 
We read in your magazine (No- 
vember 1958) the article “You can 
pump faster at less cost,” and had 
a question: “How to know the 
liquid level in the tank?” 
S. K. 


The tank from which the fuel is 
pumped and the tank into which the 
fuel is pumped both have liquid level 
gauges. 

One type is illustrated in the ad- 
vertisement on page 78 of the Janu- 
ary 1959, issue. This is known as the 
float type gauge. The other type is 
the rotary.—Ed. 





Don't convert outboard 


motors to L.P. gas 
Florida 
Is there any way that an out- 
board motor can be converted with 
L. P. gas when the oil has to be 
mixed with the gas? 
C. S. W. 


It is not practical to convert an 
outboard to use L. P. gas. Fuel en- 
tering the engine in vapor form will 
not suspend oil required for lubrica- 
tion. It would also be necessary to 
obtain Coast Guard Approval to use 
LPG on boats.—Ed. 


Depreciation periods 
Georgia 
A question has come up concern- 
ing depreciation allowable on L. P. 
gas equipment. Do you have aver- 
ages for: 10,000 to 30,000 gal. pro- 
pane storage tanks, 250 to 1000 
gal. above ground lease tanks (pro- 
pane), 5000 to 8500 gal. propane 
transports and trailers, 1500 to 
2000 gal. propane delivery tanks, 
and tractors and trucks for the 


last two items. 
P. B. W. 


The accepted practice for depreci- 
ating L. P. gas equipment is as fol- 
lows: All storage tanks, 10 years; 
cargo tanks (tanks only), 10 years; 
and truck and trailer chassis, 4 
years.—Ed. 
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TANK & PUP—Capacity up to 11,300 gal- 
lons. 


STRAIGHT BARREL, TANDEM AXLES—sizes 
gallons. 
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On time on FIRESTONED ! 


They cut costs on LP-Gas deliveries 


Whether you operate one truck or twenty trucks, count on Firestone 
Rubber-X, the longest wearing rubber ever used in Firestone truck tires. 
It’s yours with every Firestone, for extra trouble-free deliveries and lower 
truck tire costs. 


And along with new long-wearing tire rubber, all Firestones bring you 
Firestone S/F (Shock-Fortified) cord for still more stamina and depend- 
ability. No wonder more and more truck owners like yourself find it good 
business, always, to buy Firestones when replacing old tires—and to 
specify Firestones on all new trucks. Ask about them today at your nearby 
Firestone Dealer or Store—your headquarters for fast, reliable service! 


vit 


TRANSPORT SUPER ALL TRACTION 


ad 


LOOK FOR NEW LOW COSTS PER MILE WITH LONG-WEARING FIRESTONE TRUCK TIRES Firestone 


BETTER RUBBER FROM START TO FINISH 


Copyright 1959, The Firestone Tire & Rubber Company 


24 


BUTANE-PROPANE News 





i, ae a 


i ‘ih, “fen: 
es 
= 


Federal Fair Trade Bill 
pigeon-holed 
for this year 


Bill insuring 
co-op tax 
to get action in ‘60 


Treasury Dept. opposes 
pension plan tax break 
for self-employed 


AEC fo investigate 
turning grain surplus 
into fuel source 


Pacific Northwest "TVA" 
proposal in Congress, 
meets much opposition 


Rural electricity 
use and bills up, 
rates down 


Farm income 
holds ‘58 level, 
expected to drop soon 


by NEIL REGEIMBAL, Washington Editor 


THE SENATE SUBCOMMITTEE ON THE FAIR TRADE BILL voted by secret ballot 
late in July to take no further action on that bill this year. The group 
held hearings on the measure this spring, then sat on it. The decision to 
pigeon-hole the bill for the year came after Vice President Nixon termed 
fair trade “inconsistent in a free enterprise.” 


AN ADMINISTRATION BACKED BILL to insure taxation of co-ops is expected 
to get early action when Congress reconvenes in January. The measure 
would stipulate that either the co-op or its patrons would pay a tax; but 
would allow three years to pay it. Details on this story are on page 78. 


A HOUSE-PASSED BILL, which gives self-employed and professional persons 
a tax break for pension plans, could eventually cost the government $3 
billion annually. That’s what Treasury Department spokesmen recently 
told the Senate Finance committee. The measure would allow such people 
to annually deduct up to $2500 for an approved retirement plan. The life- 
time limit would be $50,000. Tax men contend the bill would grant “unique 
advantages” not available to the vast majority. 


VAST AGRICULTURAL SURPLUSES could be converted into a fuel to compete 
with LPG and other power sources. That possibility was advanced when 
the House Appropriations committee recently recommended the government 
investigate the possibility of extracting alcohol or some other fuel from 
grain by bombarding it with radiation. The Committee voted $10,000 for 
the study into the new Atomic Energy commission budget. 


A PROPOSED PACIFIC NORTHWEST POWER CORPORATION, modeled after the con- 
troversial Tennessee Valley Authority, has met considerable opposition. 
Under the plan, the new power-marketing giant would be authorized to 
borrow up to $1.1 billion from the Treasury for almost any use. In addi- 
tion, the revenues it would receive from the power sold could be used for 
further expansion without control by Congress or the executive branch of 
government. The plan would not only utilize water power but would author- 
ize construction of electric plants using gas, coal, and oil. Opponents of 
the proposal include private power groups, National Association of Manu- 
facturers, U. S. Chamber of Commerce, the governor of Montana, and 
various state and local officials in the Northwest. Unions and the National 
Rural Electric Cooperative Association are backing the proposal new in 
Congress. 


THE AGRICULTURAL DEPARTMENT recently announced that farm consumption 
of electricity increased 14 per cent last year while rural electric rates 
dropped 5 per cent. Average monthly consumption went up from 415 kw 
in ’57 to 472 kw in ’58. The average rate was 2.41 cents per kw, giving 
an $11.30 electric bill. That's an 84 per cent jump over the ’47-’49 bill when 
average monthly consumption was 196 kw. 


FOR THE FIRST HALF OF ’59, farm income was slightly ahead of last year. 
Agriculture Department economists predict, however, that farm output 
volume and prices will drop in the second half, giving farmers about $1 
billion less to spend in ’59, as compared to ’58. 


















fre SHIPS dS FO... 


TUL OMA CUSTOMER 


SERVICE 





More and more growing distributors and dealers across the 
nation are contracting with Tuloma for better LP-Gas service. 
Here’s why: 


@ Tuloma has production from more than 50 plants 
and refineries 


@ Tuloma has strategically located storage — both 
underground and aboveground facilities 


@ Tuloma has large, modern tank car and truck 
fleets to assure you dependable, on-time delivery 


@ Tuloma has experienced service personnel who 
are able to help you with your LP-Gas problems 





For a supplier that will help you grow— 


SHIFT TO TULOMA! 








DISTRICT OFFICES: Williamsburg, Virginia * Casper, 


; Wyoming « Salt Lake City, Utah » West Des 
Leen 


won Moines, lowa * Ulysses, Kansas * Houston, Texas 


¢ Midland, Texas * E! Dorado, Arkansas 


(es TULOMA GAS PRODUCTS COMPANY 


Pan American Building « Phone CHerry 2-3261 
a Tulsa, Oklahoma 
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With WILLIAM W. CLARK »* Editor 


Just who is the competition? 


A GOOD SHARE OF THIS ISSUE is devoted to an 
analysis of the unusual predicament facing deal- 
ers in Florida, where last June natural gas made 
a belated debut. 

What happens in Florida in the coming months 
and years has a particular significance for all 
LPG dealers, everywhere. 

It took a long time for natural gas to be dis- 
tributed throughout all but a small portion of 
the state, the western panhandle. This in itself 
was highly unusual. States which are farther 
from the source of supply and which have less 
population than Florida have had it for years. 

But industry there has lagged. The Peninsula 
state has been a resort state. It’s also been a 
gigantic home for the aged. Industry shied 
away—generally—and so did natural gas. They 
say now that industry will be attracted by nat- 
ural gas. But they also say that natural gas 
needed industry to support it. Apparently the 
crucial question was, “Which shall be first, the 
chicken or the egg?” 

Now, supposedly, the two will be moving in 
together. 

The result of this delay has been a honeymoon 
for competing fuels. During the very years 
when LPG was just beginning to become widely 
known and the industry’s growth was at its 
highest momentum, the manufactured gas utili- 
ties were letting a lot of the business go to LPG 
by default. That appears to be one reason, at 
least, why our fuel has enjoyed such outstanding 
success there. 

But this simple fact ignores a number of more 
important, related ones. Did not the somnolence 
of utility gas help fuel oil and electricity as well? 
How many were on this honeymoon? Actually, 
whose honeymoon was it? 

If you analyze the usage figures, you’ll see 
that LPG dealer sales were not really so spec- 
tacular, after all. Lots of LPG was going into 
the state, it’s true, but a large percentage of it 


was used by the utilities as an ingredient in their 
send-out gases. 

Oil and electricity benefited as much, if not 
more. If LPG dealers took over some of the 
loads that would ordinarily belong to “city” gas, 
oil and electricity no doubt took over some that 
would have belonged to LPG. 

So perhaps the net result will be a shifting of 
loads. If city gas raids the dealer’s territory, 
maybe he can do some raiding of his own—in 
the areas of his true competition. He could, and 
should, concentrate more of his efforts in bat- 
tling electricity, fuel oil, and other fuels. 

Natural gas can actually be an ally. If it 
brings in industry, it will bring in people. Fur- 
thermore, most dealers we have talked to agree 
that some of the natural gas glamor is begin- 
ning to rub off on L. P. gas. People in Florida 
are becoming more “gas-conscious.’”’ Those who 
are being conditioned to want natural gas but 
can’t have it are ripe for conversion to the clos- 
est fuel to it, LPG. 

No, natural gas might not be the bogey man 
that it’s been pictured to be. By exercising the 
principles of Gas Unity, Florida dealers might 
actually profit in the long run. 

If they do, they will have set an example for 
dealers everywhere. But there’s a more impor- 
tant lesson they can teach us, and therein lies 
the significance of the situation. They are in a 
unique position to establish the proper order of 
importance of their competition. In a rough 
sort of sequence, it would be, first, wood, coal, 
and other antiquated fuels; next, oil and electric- 
ity; third, gasoline (for a promising internal 
combustion load); fourth, natural gas; and, 
dead last, their fellow dealers. 

At this point, it’s a good bet they will set 
this example. Many of them are going to co- 
operate with utilities where they can. Most of 
them have disavowed any intention of raiding 
the other dealers. Let’s hope it sticks. 
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ee Standby plant worked perfectly! 


always have uniform pressure! 


- . . heat value is constant! % 





Customer praise builds business! 
eee you'll get it with a MITCHELL 
VAPORIZER on every installation. Model 30 


MITCHELL Direct-Fired Vaporizers are available in two sizes to meet the Provides vp to 30 
need for continuous LP gas service in a variety of commercial and indus- : gallons of gas per 
trial applications. For use with above or below ground LP gas systems, | hour ... well suited 
MITCHELL Vaporizers provide a safe, steady, constant-BTU supply of gas 


uninterrupted by freeze-ups due to temporary over-loads or heavy : sleage 
withdrawals. : medium size indus- 


to the small and 


trial and commer- 


Minimum Size Storage Required MITCHELL Vaporizers 
eliminate the need for oversize storage tanks to meet temporary over- 
load demands . . . hence make possible more compact systems. They are 
designed for use with all heating, drying or stand-by applications requir- 
ing from two to several hundred gallons per hour. (For the larger 
demands, MITCHELL Vaporizers may be manifolded together.) Model 


cial applications. 





Automatic Selective Control MITCHELL Patented ‘Automatic 
Selective Control’’ automatically controls the rate of gas vaporized to 

equal the rate of usage. It permits vaporizer to supply either generated /0 
gas, or storage gas... or both at the same time. Simple, positive safety 
devices (providing overflow and pilot burner shut-off protection) make 


MITCHELL units safe and reliable. Capacity: 70 
gallons per hour. 


Simple Installation installation of MITCHELL Vaporizers is simple This unit is the 
and easy; and once properly installed, they will give years of constant, largest standard 
trouble-free gas service. All MITCHELL units have been tested and listed MITCHELL Va- 
ynder Underwriters’ Laboratories’ requirements. porizer. May be 


pproved Listed by od deal 7 P 
te M x Underwriters’ used singly or in mani 
re non Laboratories folded combination for 


Laboratories large industrial applications 


Build a reputation for dependability @) 
with MITCHELL VAPORIZERS = 











JOHN E. MITCHELL COMPANY 


3800 COMMERCE STREET e DALLAS, TEXAS ) 
Wanufactinerd of jane Machinery fer Me 2 Tham Haba Contliry 


28 BUTANE-PROPANE News 





NATURAL 
GAS 
INVASION: 
Pat * 7 
Te 


mean to 
Florida 
Dealers? 


SEPTEMBER 1959 ii NV, 


Under a Spanish-moss-covered tree, side-boom tractors lay the 24 in. natural gas pipeline 
near Perry, Fla. (See map on next page.) Here the tractors are cradling the pipe so it 
can be wrapped with first plastic, then felt, tapes. The pipe comes in 40 ft. sections which 


are welded at the site. 


Florida Report (Part 1): 





What is the situation today ? 


WILLIAM W. CLARK ® Editor 


UNE, 1959 is a month and year that will long be 
remembered by L.P. gas dealers in Florida. It was 

the month when the long-feared threat of a natural 
gas invasion of their fuel preserve became an actuality. 
Snaking in from far-off Texas, a brand new natural 
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gas transmission line shot across the breadth of north- 
ern Florida to the town of Starke. One tentacle ex- 
tended northeastward to the seaport of Jacksonville. 
A second slid off in the opposite direction toward 
Gainesville and Inglis, on the upper Gulf Coast, with 
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The route of the invader is shown in this 
map of the pipeline. All major construction 
is completed. 


a lateral running off to Ocala. The main trunk headed 
southward toward the lush Miami market, with addi- 
tional branching en route to midstate Gulf markets at 
Tampa and St. Petersburg. 

As it went, it enveloped markets that had long been 
LPG strongholds. In the western panhandle on which 
the state of Alabama seems to sit, it sent out fingers to 
Chipley, Marianna, Graceville, and Panama City. Along 
the southern border of Georgia, it picked up Chatta- 
hoochee, Perry, Madison, Live Oak and Lake City. 
Heading southward, it took in Lake Alfred, Fort 
Pierce, Avon Park, Leesburg, Green Cove Springs, and 
Blouatstown. 

These are not large cities—in fact, they have been 
too small to support a utility in the past, what with 
the relatively high cost of capitalizing and operating 
a manufactured gas system. Therefore, they had gone 
by default to the other fuels—including LPG, which 
has been one of the fastest growing fuels in the state 
since the war. 

Natural gas was also nudging out manufactured gas 
in nearly all of the larger cities. Scheduled to be con- 
verted were utilities in Sarasota, Bradenton, Miami, 
Palm Beach, Jacksonville, Gainesville, Winterhaven, 
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De Land, Eustis, Ocala, Palatka, Plant City, Sanford, 
and a number of other communities. 

During the first year of the invasion, an average of 
282 MMcf of gas will be introduced into the state. 
Within the next three years or so, this is supposed to 
increase to 411 MMcf per day. 

Since every cubic foot of natural gas contains at 
least 1000 Btu (actually, it will be closer to 1065), 
that’s a lot of energy. 

The question on everyone’s lips is “What’s going to 
happen to the L.P. gas business?” 

History has been filled with prophets of doom. With 
a perverted sort of pleasure, they wait in the wings, 
ready for the moment when they can move on stage 
and hang their crepe. Fortunately, there have been 
many brave, daring, and imaginative souls on the Flor- 
ida LPG scene to tear it down again. 

Let’s take a searching look at the situation in the 
Gator state to see whether the average LPG marketer 
will be taking to the swamps, or whether he will be 
rolling with the punches and scoring some effective 
counter-punches of his own. 

Over the years, LPG has flourished in Florida. Going 
back a few years, we find that, according to the Bureau 
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"Until recently many Florida LPG dealers seemed to be unaware 
of the carburetion applications waiting to be converted.” 


of Mines’ annual statistics, the state ranked fifth in 
total sales in 1955 with 131.6 million gal. sold for all 
uses, excluding chemical manufacture and synthetic 
rubber. That wasn’t bad. Only Texas, Illinois, Okla- 
homa, Kansas, and California did better. 

In 1956 and again in 1957 (the last year for which 
figures are available), it ranked seventh. Per capita 
consumption was above average. 

Domestic and commercial sales were the biggest 
slices of the fuel allocation. In 1955, these categories, 
combined, totaled 102.6 million as against 131.6 million 
grand total. In 1956, they rose to 112.9 million, against 
a grand total of 150.7 million. In 1957, they were 
down to 107.7 million against 153.5 million. In all 
these years, the state ranked seventh nationally in 
these categories, which shows it was “in the ball park” 
when compared to the average of all other states. 

On the basis of these figures, you might say that 
LPG has enjoyed something of a honeymoon in Flor- 
ida. Its principal competition has been from fuel oil, 
which hasn’t much of anything but a sometime price 
advantage to recommend it, and electricity, which (all 
will acknowledge) is a tough customer. But utility 
gas has not been the factor it was elsewhere. The rea- 
sons are plain to see. 

Only a couple cities in the western panhandle have 
been on natural gas. Manufactured gas is not piped 
from here to there, city to city: it’s used where it is 
made. Since you don’t have manufactured gas running 
from one large city to another, you don’t have “farm 
taps” and small-town taps in between. Manufactured 
gas is costly. In most Florida cities, managements have 
turned to LPG as the raw material, aerating it before 
turning it into the mains. This put LPG dealers on a 
practically equal footing, pricewise. The only area 
where costs differed was in distribution. If operat- 
ing costs favored utilities, capital costs favored dealers. 

Traditionally, because of the equipment costs in- 
volved, for peak shaving, manufactured gas utilities 
are conservative in seeking househeating loads. This 
left another area open for the enterprising LPG 
dealer. (Any generality on this point must be quali- 
fied by “buts” and “howevers,” since conditions vary 
in the extreme from one end of the state to the other.) 

Yes, you might say that LPG dealers in Florida had 
been enjoying a honeymoon, and that it was now over. 
But you could also make a very good case for the oppo- 
site viewpoint. For example, electricity has been mak- 
ing very loud noises in the state for a long time. Fuel 
oil has refused to roll over and play dead. And, for 
various other reasons, LPG retailers have not been 
tapping all the juices from the market. 

Until recently, many dealers appeared to be unaware 
of the vast numbers of carburetion applications wait- 
ing to be converted to LPG. In 1955, Florida ranked 
23rd in carburetion sales with only 2.4 million gal. 
That was a year when a big push was on, nationwide. 
Average gallonage increases for internal combustion 
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engines across the country were 30 per cent. But Flor- 
ida seemed to be left in the lurch. 

In the next two years, the state came alive, increas- 
ing sales to 8.7 million and 9.6 million respectively, 
moving up to 15th, then 14th place. Both years, the 
state outstripped national averages for sales increases. 
But Florida is still a long way from market satura- 
tion. 

Here’s an authoritative rundown* of the Florida 
potential in carburetion and just two of the many 
other non-domestic uses: 

In 1958, approximately 33,500 tractors were oper- 
ating in the state. Only about 8 per cent of them 
used LPG, but they consumed 2 million gal. The 
potential is 30 million gal. a year—or more. 

There is a potential load of about 20 million gal. 
per year for operating drainage and irrigation 
pumps. 

The potential for weed burning is 38 million gal. 
a year. With a saturation of less than one-third, 
LPG dealers could pick up 12 million gal. in sales, 
or more. (This does not include weed control in 
groves, another potentially good load.) 

If Florida dealers could sell just these three loads 
up to their potential, they could increase annual sales 
by more than 60 million gal., or more than one-third 
of their estimated 1958 total sales, 160 million gal. 

If you relate gallonage to population, you find that, 
while per capita consumption has been good, it has 
not been startling. Texas, with a little over twice the 
population, sells more than five times as much LPG 
each year. Arkansas, with a population less than 40 
per cent that of Florida, sells almost as much. Per- 
capita, Mississippi and New Mexico are also ahead 
of Florida. 

A closer look at the distribution pattern in Florida 
reveals another fact that tends to take some of the 
bloom off the no-natural-gas situation. Independent 
dealers have not had all the cream. 

A dozen major utilities have also been in the LPG 
business, serving gas beyond the mains as well as 
through them. In Bradenton and Sarasota, Southern 
Gas & Electric has 3300 LPG customers (1958 fig- 
ures). Florida Public Utilities Co. in West Palm 
Beach has 5416. Jacksonville Gas Corp. has 2800. 
Other utilities serve LPG to non-mains customers in 
the following numbers: Florida Home Gas Co. (De- 
Land), 712; Triangle Gas Co. (Eustis), 100; City of 
Fort Myers, 300; Ocala Gas Co., 752; Putnam Gas & 
Fuel (Palatka), 800; Sanford Gas Co., 362; Gaines- 
ville Gas Co., 500; Florida Power & Light (Miami), 
1147; and Central Florida Gas Corp. (Winterhaven), 
1330. 

That’s a total of more than 17,000. For the most 
part, if these utilities lose any of these customers, 
they will be losing them to themselves! 2 


” * “Industrial Innovations” by Odell Glass, presented at the L.P. Gas 
Management Conference, The University of Florida, May 20, 1959. 
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atiatir. 
Dealers? 


With fabulous  staring-off-into-the- 
future scenery such as this (Homo- 
sassa Springs), Florida LPG men 
shouldn't find it hard to think about 
tomorrow's profits. 


HE gas utilities have ambitious plans for the 
future. So do most LPG dealers. 

Some big changes have been and will be made. When 
Houston Corp. and its subsidiaries brought their pipe- 
line into Florida they bought up some of the largest 
distributing companies, including Jacksonville Gas 
Corp.; South Atlantic Gas Corp.’s distribution proper- 
ties in Orlando and Winter Park; Florida Power & 
Light properties in Miami, Coral Gables, South Miami, 
West Miami, Lakeland, and Daytona Beach; and Tri- 
angle Gas Co. in Eustis, Mt. Dora, and Umatilla. 

In these areas having a population of 1,108,700, 
only 51,568 customers were being served gas from the 
mains. Houston Corp. expects to add 44,336 the first 
year, 29,593 the second, and 20,984 the third, to bring 
the total of natural gas customers to 146,481. 

Thirteen customer companies of Houston Corp., op- 
erating in territories having a combined estimated 
population of 985,000, served manufactured gas to a 
respectable 126,638. But in the next three years they 
expect to add 49,019, 20,811, and 21,476, respectively 
to bring the total to a very healthy 217,944. 

And 16 cities that never had piped gas service now 
have their allocations, so it’s just a matter of organiz- 
ing gas departments—or companies—and building the 
systems. With a combined population of 149,900, they 
expect to take in 18,285 customers the first year and 
add 3098 and 3824 in the two succeeding years. That 
would give them a rather ambitious total of 25,207 
customers—most of them taken from LPG dealers. 

How do the dealers plan to retaliate? What will 
they do? 

They have a ready-made target in the 16 cities. 
First, they can try to block the formation of utility 
properties. If they are fighting private companies, 
they can hardly expect much sympathy. But it has 
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How does the future 
look to LPG dealers ? 


been predicted that most, if not all, of the distribution 
systems will be municipally owned and operated. 

This is a real challenge. If the pattern of past 
efforts is repeated, some powerful pressure groups 
(including engineering companies which stand to 
make fat fees) will move in and pour on the sweet 
talk to an impressionable audience. They’ll sing a 
siren song of dirt-cheap rates and treasury surpluses 
that will sound much more enticing than the more 
sober melody of private enterprise and ... shhh... 
profits. If successful, they’ll move on to new con- 
quests, leaving the local taxpayers to nurse their own 
disillusionment. 

As a dealer in one of these areas, you can help pre- 
vent this letdown by trotting out the facts—before 
the townspeople take a hasty step toward municipal 
ownership. Some figures recently cited* by O. M. 
Bailey, vice president of Texas Natural Gasoline Corp., 
should serve as a good starter. 

Bailey checked capital costs for municipal distribu- 
tion systems installed in nine Georgia cities. Average 
investment per customer for the cities of Millen, Syl- 
vania, Quincy, Thomasville, Bainbridge, West Point, 
Camilla, Grantville, and Dublin, averaged $565, not 
including a standby plant. At Dublin, the cost was an 
even $800. 

How well have these cities and others with munici- 
pal systems done in paying off their bonds and earn- 
ing a profit? Bailey gave a summary of such informa- 
tion, based on surveys among 13 municipalities. (See 
table opposite.) Note that all. municipalities had rate 
increases at wholesale. This includes systems that had 
been in operation less than four years. At least three 
had already passed the increases along to customers. 
Note how little profit has been made, and at the 
same time how little has been paid out to date on the 
bonds. Note, too, how few industries were attracted 
by natural gas. The enticement of new industry is one 
of the promises of natural gas upon which many 
cities pin their hopes. But how seldom it seems to 
come true, especially for smaller cities. 


*Speaking before the LPGA conference at Gainsville, Fla., on 
May 21, 1959 
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K. H. Koach, president of Green’s Fuel Inc., quotes 
the following from a letter written by a gas depart- 
ment head in a Georgia city: 

“The operation of the city gas system was never 
conceived as a means of making a profit for the city 
to use for other purposes. After more than two years 
of operation . . . the gas department has a deficit of 
$12,183, and has not paid anything on bonds.” 

If you have a municipal! utility battle on your hands, 
write to the American Gas Association, 420 Lexing- 
ton Ave., New York, for ammunition. The association 
has a wealth of material on the subject. While it ob- 
viously won’t fight natural gas, it does support private 
enterprise against government ownership. 

Now—how about privately-owned utilities? They 
must make a profit to survive, so they should be easier 
competition than municipal systems. 

Competition? Sure, why not? There are a number 
of sound LPG men who have looked at the facts and 
are convinced that you can compete on equal terms. 

One of these men is the aforementioned Mr. Bailey. 
In his talk, Bailey said he understood “that it is neces- 
sary for a natural gas distribution system to have an 
industrial load of approximately 50 per cent capacity 
of the line in order to give reasonable rates to domes- 
tic users.” To build such a large industrial load in a 
hurry, the utility must, of course, offer lower rates. 

Bailey quoted industrial rates proposed for South- 
ern Florida use by “one of the large pipeline compa- 
nies.” They are: 

Firm Industrial Service (12 mo. contract) : 

First 250 therms (20¢ per therm) 

Next 750 therms 
12¢ per therm 
10¢ per therm 
$50 per month 


Over 10,000 therms 
Minimum bill 


GUY 


Water Heating Service—Large (12 mo. contract) : 

First 550 therms 

Over 550 therms 10¢ per therm 

Minimum bill $58 per month 

Bailey believes these two rate schedules to be so 
low as to make competition by the LPG dealer “diffi- 
cult, if not impossible.” However, even if such low 
rates succeed in building up the industrial load to 
the needed 50 per cent of capacity to pay the utility’s 
overhead, this does not necessarily mean low rates 
for the small user. The proposed small user rates to 
go with the just-mentioned large-user rates are: 

Residential Service: 

First 10 therms 

Next 10 therms 

Next 45 therms 

Over 65 therms 

General Service: 

First 10 therms 

Next 15 therms 

Next 50 therms 

Next 125 therms 

Next 1500 therms 19¢ per therm 

Next 1700 therms 15¢ per therm 

Not only can Florida dealers “live with” these rates, 
but they are “more than likely already equal to or 
under them now,” says Bailey. And, of course, these 
small-user rates are based upon the utility’s ability 
to achieve a 50 per cent industrial load. Should the 
utility fail to reach that ratio, the small user rates 
would presumably have to be even higher! 

R. C. Woodward, president of Western Natural Gas 


40¢ per therm 
31¢ per therm 
20¢ per therm 
12¢ per therm 


40¢ per therm 
35¢ per therm 
30¢ per therm 
25¢ per therm 


Co., and LPG firm in Jacksonville, agrees. His rates, 
he says, “are competitive, and are Jower than natural 
gas on domestics and small commercials.” He con- 
cedes that Western Natural is at a disadvantage on 
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Gas Service Started 
Bonds Issued 

Engineers’ Profit Est 
Actual. Profit 

Amt. Paid on Bonds 
Increase in Gas Cost 
Amount 

Rates to Users Increased 
Any New Industries? 


Due to Natural Gas? 
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HOW DO FLORIDA DEALERS FEEL 


88 per cent of the answering dealers believed they would lose a portion of their present 
load. All but two spelled out their estimated loss in percentages, ranging 
from 3 to 50 per cent. The average expected loss was 17 per cent. 
More than half estimated the number of customers they would lose, 
estimates ranging up to 500 customers but averaging 275. 


58 per cent placed the blame for their expected losses on the extension of mains 
into their territory. On the other hand, 3! per cent believed their loss 
would come because natural gas would enable their local utility to lower 
its rates from those for manufactured gas. 


62 per cent were definitely optimistic when asked "What can you do about it?” 
There was only one pessimistic reply, the others having failed to answer 
the question. Specific answers could be lumped into four categories: 
improve service (27 per cent), increase and diversify sales efforts (23 
per cent), educate the public on natural gas rate facts (4 per cent), and 
cut prices (4 per cent). 


88 per cent believed they will have to look for new customers beyond the new mains. 
For most of them, this merely amounts to increased effort in their rural 
territories. Only 42 per cent will have to extend routes and not one will 
have to move his base of operations. 


42 per cent were willing to estimate how soon they would recover their losses. Esti- 
mates ranged from “immediately'' to four years, but the average was 
24!/ months. However, 58 per cent believed natural gas competition 
would be a continuing problem. 


88 per cent expected to eventually benefit from natural gas. The public will become 
more gas conscious, 58 per cent said. Another 35 per cent felt it was 
too soon to tell, but most were optimistic. So far, only two dealers had 
been able to cooperate with gas utilities on merchandising efforts. 





To answer that question, BPN sent an informal survey to leading dealers in 


af 20 key cities. An éxceptionally high number, 54 per cent, answered, indicating 
the great interest in the situation. 


DEALER COMMENTS 





On the effects of natural gas: 





“Natural gas will help everyone become more 
gas minded. With good service and a fair price, 
no one can take your business away from you.” 
“In a year or two, we will know no difference 
between natural gas competition and propane-air 
competition, which we have had.” 


“Our area is growing. We feel we can more 
than make up for the few accounts that may go 
to natural gas. We have avoided congested city 
areas and believe we can hold our own now.” 


“All new projects will be lost to natural gas 
because contractors will want to capitalize on 
natural gas in their advertising.” 


“The LPG dealers in our area are very for- 
tunate in having natural gas. First, the money 
spent for promotion will be of great benefit to 
us. Second, we are competitive with—and in 
some cases lower than—natural gas. Third, the 
low industrial rate of natural gas will bring to 
our area industries and a growth—by reason of 
our fine, deep harbor—that is impossible to 
evaluate in dollars and cents.” 


On what they'll do about it: 





“It is silly to fight or resent progress. Rather, 
we are trying to find the place in the new pic- 
ture where our organization will fit best. The 
city plans to do no house piping or appliance 
service, so we will be the experts in this field. 
The appliance market will be much better—and 
that’s for us.” 


“LPG men will have to stick together and work 
one for all and all for one.” 


“I feel that by proper promoting and selling, 
I can offset any reverse in net profits by in- 
creased appliance sales to those who will change 
from other fuels. If not, I will take a new look 
at the size of my operation and try to contract 
to a profitable operation.” 


“What can we do? Just what we did 22 years 
ago when L. P. gas was being pioneered!” 


“All dealers would be in much better shape if 
they would spend as much time worrying about 
how to make their own operation better and less 
expensive to run, as they do about fighting nat- 
ural gas. It will hurt us all, but why cry? Let’s 
get in and fight for new business and try to 
convince our present customers that our years of 
satisfactory service mean more to them than the 
small saving they may receive.” 


On cooperation with the utilities: 





“So far, our attempts at ‘gas unity’ have met 
a stone wall. There appears to be no room for 
cooperation when a utility is also in the LPG 
business.” 


“We'll join the utilities wherever possible (we 
now have joint use of their sales floor) and fight 
when we are unable to.” 


“The utilities will cooperate fully in appliance 
merchandising.” 


“Our most difficult problem in cooperating with 
utilities is the fact that several are also in the 
LPG business and are extremely competitive.” 


On pricing: 


“It is foolish to try to fight them pricewise. Nor 
do we feel that the price they charge will re- 
main at its present low level. The public has the 
idea that natural gas is nearly free because it 
comes out of the ground. It is in for a rude 
awakening. We have shown many of our cus- 
tomers where they will pay more for natural gas 
than they now pay us and they were amazed.” 


“Some LPG dealers have stated they will meet 
natural gas prices. We feel that is foolish. If 
you cut that low, you can never make up the 
money you lose. The customers you may lose 
will not cost you as much in the long run.” 








large commercial and industrial accounts. 

“We are offering to meet their rate,” he promises 
in two form letters to his present customers. 

Woodward’s letters also cite these examples of com- 
parative costs: 

“For the average user with a 90-gal. tank, range 
and water heater, Western Natural Gas is cheaper 
by $19.86 per year. 

“For the average user with a 60-gal. tank, West- 
ern Natural Gas is cheaper by $13.56 per year. 

“If you have a larger-than-90-gal. tank, your 
saving will be greater.” 

Woodward also offers to “refund” any $10 deposits 
that his customers have paid to the utility for natural 
gas service. 

Meeting natural gas prices does not necessarily 
mean that dealers must cut their prices. In Gaines- 
ville, Fuilgas has this to say: 

“We believe it is foolish to try to fight them price- 
wise ... because if you cut that low you can never 
make back the money you lose. The customers you 
lose will not cost you as much in the long run.” Never- 
theless, Fuilgas has “shown many of our customers 
where they will pay more for natural gas than they 
now pay us, and they were amazed. ... We feel that 
the public has the idea that natural gas comes out of 
the ground and is nearly free of cost. Many of them 
are due for a rude awakening. . . . We feel that the 
price (the utilities) charge will (not) remain at its 
present low level.” 

Price competition, however, can be an ugly thing. 
If many dealers find they cannot hold the line against 
natural gas, the temptation may be strong to start 
an intra-industry price war. A loss of 25 per cent of 
a retailer’s customers may be sufficient to frighten 
him into raiding the next dealer’s customers. This 
sort of tactic frequently leads to a bloody battle that 
nobody can win. 

The stronger and smarter dealers will instead work 
to hold the load they have and to branch out into new 
hardly-scratched markets. They will redouble their 
efforts to give top service. Wherever possible, they 
will take the advice of Odell Glass: 

“Maintain ownership of the containers and related 
equipment under one of the various plans that fits 
your operation best. Usually, by the time your price- 
cutting friends wake up, you will have amortized a 
good portion of that investment. This will make it 
possible for you to maneuver a little to help keep the 
customer. 

“It is not as easy for a price cutter to take these 


loads if he also has to furnish capital equipment, that 
requires he make an investment before he can sell his 
gas, which gives you a decided advantage.” 

One of the most important steps Florida dealers 
will take is to improve their service. This was brought 
out in a special informal survey BPN conducted for 
this issue. (The results appear on pages 34, 35.) 

Most dealers will look for new customers beyond 
the new mains. Many will extend their routes farther 
out into the country. Many will increase and diversify 
their sales efforts. Within two years, if their predic- 
tions hold, the average dealer will recoup his losses! 

Are they whistling in the dark? Not at all. That it 
can be done has been proved by dealers elsewhere, 
including one in Tallahassee, right in their own state. 
This dealer has lived with natural] gas for three years. 
Almost the day natural gas came to town, he lost 10 
per cent of his customers. Within the next three 
years he lost more than 50 per cent of his original 
customers. Yet, by extending his routes and looking 
for new customers and new applications, he has actu- 
ally had a net increase! 

Natural gas has been an asset to him, he says. It 
has made people “gas”-conscious. 

R. C. Woodward expects it to help him, too. “The 
greatest benefit to be derived from natural gas,” he 
says, “is the low industrial rate.” This will spur 
growth in large cities, he believes. 

The Houston Corp. agrees. It is aware of how im- 
portant industrial loads are to the profitable operation 
of its multi-million dollar pipeline. When it introduced 
natural gas to Florida, the company was betting on 
the state’s industrial future. More industry, with 
more gainfully employed people, will mean more busi- 
ness for LPG dealers. 

In essence, the big problem for the dealer is the 
short-range one. While he is trying to find new loads, 
he will be losing some of the old. But if he heeds the 
advice of Odell Glass, he will try to do two things to 
get himself through the transition period quickly and 
painlessly : 

1. He will build summer load, fast. As Glass points 
out, if his load is unbalanced, he already is carrying 
high fixed expenses to supply the peaks. His only 
added cost in supplying a summer load will be variable 
costs—those directly related to the added volume. 

2. He will go all-out to build non-domestic loads of 
the type that add up to good volume in a hurry. At 
the very least, this will minimize his losses and keep 
him going until he can once more build up his more 
profitable types of business. # 


To find out how Florida LPG men are facing the invasion, BPN zeroed in for spot 
reports on two of them—one on the Atlantic Coast, one on the Gulf Coast. City 
Natural Gas Co. of Miami is not a typical LPG firm, but its story points out an 


effective—if controversial—solution. On the other hand, Harrison Gas Service Inc. 
of Bradenton easily fits the typical-LPG-dealer image and it is taking advantage 
of the invasion. These on-the-spot reports begin on the opposite page. 
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Atlantic Coast Spot Report: 





Ti 
GAS 
NZS 


what 

will it 
mean to 
Florida 
Dealers? 


The miraculous transformation of a sand 
bar into Miami Beach, mecca of eastern 
winter tourism, is indicative of Florida's 
great growing future, a future to be shared 
by LPG. 


LPG will remain No. 1 with dealership 


growing into natural gas utility 


EN years ago, an ambitious franchised propane 

pipeline system started in Hialeah, Fla., as City 
Gas Co. Today, that same pipeline system, now 
grown to 500 miles, has become the key in a consoli- 
dation and expansion program by which City Gas: 

1. Created one of the largest LPG distribution 

systems in the nation by bringing together five 

LPG companies with a combined annual load of 

20 million gal. a year; 

2. Will meet the natural gas invasion by going 

into the natural gas business, starting with its 

propane pipeline; 

3. Laid the groundwork for continued expansion 

of LPG sales (to a projected 30 million gal. by 

1962-3) through strategic use of the capabilities 

of both natural and L. P. gas, so they will comple- 

ment and stimulate each other. 

City Gas Co. will divide Greater Miami with two 
other natural gas distributors. Until its first deliv- 
eries of natural gas (scheduled for next spring), it 
will continue to distribute to pipeline customers un- 
diluted propane vapors at prices competitive to 
natural gas. 

The other two natural gas distributing firms be- 
gan their first deliveries this past summer. 

One of these, Houston Corp., will operate in the 
city of Miami and can extend into the unincorpo- 
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rated areas covering the central section of Dade 
County. It entered the distribution picture through 
an agreement in which Florida electric power com- 
panies became basic natural gas customers, switch- 
ing from fuel oil. This justified extension of the 
natural gas pipeline into Florida. With the agree- 
ment, Houston Corp. took over the manufactured gas 
utilities (including one in Miami) which had been 
operated by Florida Power & Light Co. 

The other distributor is Peoples Gas System, long- 
established manufactured gas utility. Its franchises 
are for Miami Beach, North Miami, North Miami 
Beach, and contiguous areas in Dade County; and 
Fort Lauderdale, Dania, and Hollywood in booming 
Broward county to the north. 

City Gas has pipeline distribution franchises for 
the municipalities of Hialeah, Miami Springs, Opa- 
Locka and Virginia Gardens and easement agree- 
ments (which have the same effect) with subdivision 
developers in Lake Forest, Century Homes, and Cut- 
ler Ridge subdivisions. Its area of operation is the 
western third of the metropolitan Miami area. In 
this section are much of the unincorporated area of 
Dade County and a growing industrial section. There 
are some 18,000 accounts on the 500 miles of propane 
pipeline. 

Actually, there are no clearly-defined boundaries 
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This map of the greater Miami area shows both the way the terri- 
tory is split up by the three national gas distributors and the areas 
supplied LPG via a pipeline system that will enable an LPG firm 
to become a natural gas utility. The natural gas territories are 
outlined by a solid line (City Gas Co.), a dotted line (Peoples 
Gas System), and a broken line (Houston Corp.), The City Gas 
pipe line systems included those in the municipalities of Opa-Locka 
(1), Hialeah (2), Miami Springs (3), and Virginia Gardens (4); 
and the subdivisions of Lake Forest (A), Carol City (B), Century 
Homes (C), and Cutler Ridge (D). 
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dividing natural gas distribution rights. The fran- 
chise areas merely establish restrictive territorial 
lines. Much of the area is “open,” requiring only a 
permit from the county government to enter. 

There had been no plan, in the beginning, that 
City Gas would ever be a natural gas distributor. 
Its founders set it up only as a means of obtaining 
economical distribution costs to build volume LPG 
sales through propane pipeline franchises. But, when 
natural gas was to become a reality, City Gas was 
in the advantageous position of being able to serve 
as a distributor, using its pipelines. Also, there was 
the immediate potential of adding to this system 
thousands of LPG accounts which had been served 
in the same areas (by cylinder, tank or bulk supply 
facilities) by Dade Gas Corp., and other recently- 
acquired firms that had been competitors. 

The consolidation and reorganization of the five 
LPG firms was intended to effect economies (which 
the operators agreed were necessary if their busi- 
nesses were to remain in strong contention) and to 
reach an organizational efficiency that would permit 
the re-aligned group to effectively promote both LPG 
and natural gas. 

Over a period of months during 1959 the organiza- 
tions brought under one head were: 

City Gas, which became the parent company and 
the natural gas distributor. It maintains the LPG 
storage facilities of the combined interests, rep- 
resenting an average of 800,000 gal. City Gas 
brought in Sam F. Danels as president and Sid W. 
Langer as general manager, along with 15,000 
LPG pipeline accounts and annual LPG sales of 
4 million gal. 
Dade Gas Corp., with its affiliated South Dade Gas 
Corp., and other subsidiary operations. Its 30,000 
LPG accounts, served by cylinder, individual tank, 
or central supply system, annually total 14 million 
gal., including wholesale sales to other distribu- 
tion systems. Langer built this firm through aim- 
ing for volume distribution, continues as manager. 
Now called Dade Gas Co., it’s a wholly-owned sub- 
sidiary of City Gas, and operates as the LPG 
division. 
Dri-Gas Corp., with 8000 LPG accounts and annual 
sales of 1 million gal. This firm, owned by Harry 
Blumin and Charles §. Roberts, was absorbed into 
the LPG operation under Dade Gas Co. 
Caribbean Gas Corp. and Utility Gas Corp., two 
distributing firms serving large subdivisions from 
central supply systems. Both had been set up 
originally through Langer’s program of putting 
LPG supply systems into housing developments 
via agreements with builders. The developers set 
up firms to handle the distribution, getting their 
fuel from Dade Gas Corp. These two firms with 
about 3000 accounts between them, were pur- 
chased and absorbed into City Gas’ pipeline sys- 
tem. 

The consolidations add up to 56,000 LPG custom- 
ers for City Gas. . 

With its deliveries of natural gas to begin next 
spring, City Gas will become a public utility, oper- 
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Five LPG firms merged into one are represented in this portrait 
of the City Gas board of directors. Left to right are: David Langer; 
Charles S. Roberts, vice president; Albert Blumenthal; S. F. Danels, 
president; S. T. Self, assistant secretary and assistant general 


ating under regulations of the state utilities com- 
mission. Reorganization of the firm was to prepare 
for this. Since LPG distribution is not regulated by 
the commission, Dade Gas Co. will not be a public 
utility. Whatever profit Dade makes will be consid- 
ered return on an investment of City Gas. 

The reorganization already has produced savings 
estimated at $500,000 a year, according to Langer. 
This includes: reductions in salaries of owner-man- 
agement personnel; elimination of executive posi- 
tions; release of unneeded personnel; consolidation 
of insurance costs (on this item alone the savings 
will run around $40,000 a year); reduction in LPG 
delivery overhead by consolidating truck fleets and 
eliminating duplication of routes; and other result- 
ant economies. 

L. P. gas remains very important in the City Gas 
picture. Langer predicts greater sale of LPG than 
of natural gas. He forecasts sales of 20 million 
therms of natural gas by 1962-3 while LPG sales, he 
believes, will grow to close to 30 million gal. He 
bases his prediction on two major potentials: 

1. Development of the carburetion market—an 

almost untouched field in the Miami area. Plant 

facilities of newly-acquired Dri-Gas Corp., will be 
headquarters for carburetion training and conver- 
sion work. 

2. Continued exploitation of his principle of put- 

ting LPG pipeline systems into subdivisions 

through agreements with builders. Thus, L. P. 

gas will capture beyond-the-mains accounts for 

City Gas years before natural gas is extended to 

these areas—if it ever is. 

The origin of City Gas can be traced back to 
World War II and a Pacific Island where Langer 
was stationed. In the LPG business since 1929, he 
“had plenty of time on that island” to think about 
the future. His most recurrent thought: a propane 
pipeline distribution system. 

The war over, Langer returned to Miami and 
LPG. Dade Gas Corp., his first venture, grew rapid- 
ly. Soon he was able to apply his pet theory via 
central supply systems to home developments. 

In 1949, City Gas took another step, becoming an 
outright pipeline company. Langer’s partners were: 
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manager; S. W. Langer, founder, general manager, and secretary; 
Phillip Schiff; Moe Langer, treasurer; Albert S. Dubbin; and Harry 
Blumin, comptroller. Founder S. W. Langer is the father of David 
Langer, the brother of Moe Langer. 


his brother, Moe Langer, who headed Dixie Gas, and 
Danels, a general contractor, home developer, and 
Hialeah civic leader. A franchise was obtained from 
the city of Hialeah, then only sparsely populated. 
“We could see that it would become an area for 


_ expanded home building before too long,” Langer 


relates. “It also gave great promise of becoming an 
industrial center. We expanded so rapidly that we 
ran out of funds. So we looked around for other 
people interested in investing.” 

This looking brought in Blumin and Roberts, own- 
ers of Dri-Gas, and enough funds to continue the 
expansion. The five men have continued as principal 
stockholders in City Gas. 

The pipeline operation was built on the practice 
of supplying whole housing developments. Then, as 
soon as the volume of a subdivision warranted, the 
company ran a distribution line from the bulk plant, 
putting gas into individually-metered homes directly 
from the plant. As more such subdivisions were 
added, City Gas was able to establish a network of 
distribution lines under its franchise rights in Hia- 
leah. Similar franchises were obtained in adjoining 
Miami Springs, Virginia Gardens and Opa-Locka. 
Easement rights were obtained in several subdivi- 
sions springing up throughout the area. 

City Gas offered nothing but piped and metered 
gas service. Other LPG companies could—and did— 
come into City’s franchise area with cylinder or 
individual tank service, mostly for home-heating. 

The entire pipeline system is in reality a group 
of six different utility units. They are not integrated 
physically, although they could be. For example, 
there are two distinct lines in Hialeah, one feeding 
from a bulk plant located on the city’s eastern edge, 
another from a plant on the western edge. These 
plants also serve Miami Springs and Virginia Gar- 
dens. 

At Hallandale in Broward County, another plant 
serves nearby Lake Forest. An Opa-Locka plant 
serves Opa-Locka and adjacent Carol City, a huge 
subdivision. 

With the recent (May) acquisition of the two sub- 
division utility firms, Caribbean Gas and Utility Gas, 
the pipeline system added one 30,000-gal. tank serv- 
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The City Gas principle of volume consumption via piped supply 
systems to subdivisions is graphically portrayed in this view of a 


ing Century Homes and two similar tanks serving 
Cutler Ridge. 

The system employs, in general, l-in. and 1%-in. 
mains, with % and %-in. service lines. Rigid, gal- 
vanized pipe and a two-stage regulator system are 
used. One regulator at the plant cuts pressure to 
the usual 25 lb. Another, at the meter, reduces it 
for household use. Vaporizer and boiler installa- 
tions at the two Hialeah plants aid vaporization on 
cold days. They are not required often, and the 
other bulk plants have had no need for such facili- 
ties, even during cold weather. A maximum of five 
cars of LPG are distributed per day. 

All units of the pipeline system are scheduled for 


conversion to natural gas, getting their supplies 
from five taps on the pipeline. The system is readily 
adaptable to natural gas, according to Langer. Addi- 
tions of cross tie-ins, or grids, will guarantee a 
greater volume of gas. It will not be necessary, gen- 
erally, to increase the size of the mains already in. 


An idea of the size of the subdivisions City Gas serves may be 
obtained from this aerial view of the 4000-home Palm Springs 
section of Hialeah. 


subdivision supply tank with the subdivision it supplies in the back- 
ground, 


The load on these lines is already well established 
and demands are not expected to increase materially. 

However, since the advent of natural gas, the 
company has installed 2-in. and 4-in. mains, and 
34-in. service lines. These sizes are also going into 
new subdivisions in anticipation of the time when 
they may be integrated into the pipeline system and 
the time of greater gas loads (including air condi- 
tioning). In industrial sections, 4-in. mains are also 
being laid. 

Until it gets natural gas, Gity Gas will sell piped 
propane at about the same rates as other companies 
charge for natural gas, at least in the lower con- 
sumption brackets which represent the biggest block 
of customers. (Since it will not become a regulated 
utility until next spring, City Gas has not yet filed 
proposed natural gas rates.) 

For most residential, metered, pipeline accounts, 
both City and Dade Gas charge 7 cents per lb. In 
one subdivision, where Dade Gas has easement rights 
to pipe propane into several hundred all-gas homes, 
the price drops to 5 cents per lb on usage over 100 
lb in a month. The natural gas distributor in this 
area has announced rates which are higher than 
that for up to 300 lb (equivalent usage) of natural 
gas. 

As natural gas arrived in the two-county area, 
the competitive picture showed an estimated 100,000 
accounts going to natural gas. This includes Dade 
Gas’ 18,000 pipeline accounts which won’t get nat- 
ural gas until next spring. In the same area, close 
to 300,000 customers were being served by LPG. 

Throughout the territories of the three franchised 
natural gas distributors are thousands of LPG ac- 
counts of various types. Rates vary with companies 
and types of service, ranging from piped installa- 
tions at 5 cents per lb up to 12 cents per lb for cylin- 
der accounts. At 7 cents, the average piped price, 
LPG is cheaper than natural gas up to 65 lb usage 
per month, according to published rate schedules. 
Above that usage, natural gas has the price advan- 
tage. 

Most Miami LPG men agree that there are imme- 
diate losses to natural gas, but disagree on their 
extent. This disagreement applies particularly to 
home-owners who use small quantities. Would the 
home-owner using LPG for a space or hot water 








This is only a por- 
tion of one of the 
two bulk storage 
plants that have 
been supplying Hia- 
leah with propane 
through franchised 
pipelines. 


heater or a combination of the two find it to his 
advantage to convert to natural gas? (Many gas ac- 
counts in this area use but 200 to 300 lb of gas a 
year). Many observers feel that the outcome de- 
pends on the aggressiveness of the natural gas firms 
and the aggressiveness and resourcefulness of the 
LPG dealers. 

Langer realistically concedes a loss, within a short 
time, of 1500 Dade Gas cylinder accounts which are 
located in the franchise areas of competing natural 
gas distributors. 

One factor which bolsters the position of City’s 
LPG operation is the piped subdivision service. 
Some of the thousands of such accounts are located 
in the territories of competing natural gas firms and 
some are close enough to City’s pipeline system to be 
integrated. Others, however, are far removed from 
the natural gas system and can be considered “cap- 
tive” LPG accounts because the firm owns the ease- 
ment rights to supply the homes or apartments in 
those subdivisions. The extent of this phase may be 
judged by the fact that 500,000 gal. storage are main- 
tained for these subdivision systems, exclusive of 
City’s pipeline system. 

These subdivision accounts are the fruit of Lan- 
ger’s long-practiced and sometimes-criticized policy, 
“give them the razor and sell them the blades.” He 
believes in gaining volume distribution by making 
concessions, such as in appliance prices, to guaran- 
tee a good volume in new home building projects. 
Hand-in-hand with this policy goes the principle of 
cheap distribution costs to insure an attractively 
low price, a further stimulant to consumption. 

Now, with the combined weapons of natural and 
L. P. gas, this pattern can be repeated, reaching out 
into the yet-undeveloped sections where the bulk of 
growth must occur. If the area’s growth history is 
continued, dairymen and farmers will be pushed 
farther west into the Everglades by attractive offers 
for their land from home developers. This will open 
new sections for residential use. City Gas, utilizing 


the ability of LPG to reach anywhere, will approach 
developers, obtain easement rights, and put in gas 
supplies for whole projects, fed from block supply 
systems or central storage tanks. This is one of the 
major potentials which Langer feels will increase 
LPG sales for his company. 

Eventually, City Gas’ natural gas extension might 
absorb these developments captured by LPG. In 
the meantime, the company can afford to deliver 
L. P. gas indefinitely at prices comparable to those 
for natural gas, thanks to the piping principle. 

After developing block-to-block and central tank 
supply systems, Langer can use another of his favor- 
ite methods of capturing this volume business, the 
subdivision “utility” system. A separate company 
is formed with the gas firm a financial partner of 
the owners of the development. This company oper- 
ates the gas service system and City Gas supplies the 
fuel on a wholesale basis. Caribbean Gas and Utility 
Gas were two such firms. 

Natural gas has brought many changes in the gas 
business in southeast Florida, and more will come. 
Whatever the developments, Langer and his asso- 
ciates have the satisfaction of knowing that their 
LPG pipeline system was the key factor which put 
them on high rungs on both the LPG and natural 
gas success ladders. 2 


All LPG operations of City Gas are now under subsidiary Dade 
Gas, which operates from this sleek, modern headquarters. 
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NATURAL 
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INVASION: 


@ what 
will it 
mean to 
Florida 
Dealers? 


Engineering marvel of the Gulf Coast is the 
$22 million, 15-mile Sunshine Skyway bridge 
and causeway that crosses Tampa Bay to link 
the St. Petersburg peninsula with the Braden- 
ton-Sarasota area. 


HARRY J. MILLER 
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Dealer rides natural gas publicity 


wave to boost heating sales 


ATHER than presenting a new problem, the ar- 

rival of natural gas on Florida’s Gulf Coast is 
helping a Bradenton dealer solve an existing problem. 
Harrison Gas Service Inc. licked that perenniai bogy, 
the unbalanced winter-summer load, by riding the gas 
popularity wave whipped up by the arrival of natural 
gas. 

Harrison has already boosted its annual output 
100,000 gal. through an aggressive program pushing 
central heating and air conditioning systems in subur- 
ban and rural areas. Owner Frank Bennett, a past 
president of Florida LPGA, explains the philosophy 
of the program like this: 

“Residents of our area are stirred up by the glamor 
aspects of natural gas and the frenzied advertising 
heralding it. The net result has been a keener interest 
in the use of gas for domestic purposes. While we 
expect the pipeline to cut into our city business, we 
not only expect—but are realizing—mushrooming 
sales in rural and suburban areas where the line and 
its laterals may not reach for years—if ever.” 

“Heating with LPG in our area has progressed from 
small space heaters to wall heaters to central heating 
plants. Until recently, all we were likely to get was 
the heating load, and only a small percentage of that. 
Now, with natural gas being touted loud and long, 
we decided to use the heating system as the opening 
wedge to obtain cooking, refrigeration, and water 
heating loads as well. And that’s the way it’s work- 
ing out.” 

One of the first decisions that Bennett had to make 
was whether his firm should try to make its profit on 


heating equipment sales or on the increased gas load 
resulting from those sales. He chose the latter course, 
offers this advice for those selecting the former: 

“If a dealer seeks to make a profit on heating equip- 
ment, he’d better work for individual sales to home 
buyers, rather than multi-unit sales to contractors. 
This is especially true with speculative builders who 
are out to cut every possible cost corner and install 
only the bare bones of a heating system.” 

Bennett offers further words of caution: 

“You can lose your equipment business to competi- 
tors who aren’t gas men but are selling heating equip- 
ment in a big way. Then, too, your financial outlay 
and need for service facilities increase with your 
heating equipment sales. This means the LPG dealer 
must give his corporate structure a critical examina- 
tion before concentrating his sales efforts on equip- 
ment.” 

Once the decision had been made to push heating 
equipment, Bennett began to think about advertising. 
Convinced that gas is his potential customers’ undis- 
puted first place choice for househeating, he decided 
to concentrate his efforts on promoting his product, 
Green’s Fuel, and his company. Only two advertising 
media are employed, billboards and radio. 

Four large billboards are used, situated on heavily- 
traveled arteries within a 10-mile radius of the Harri- 
son office. Three names are played up: Harrison Gas 
Service, Green’s Fuel, and Coleman Blend-Air (heat- 
ing equipment). Cost of each of the boards runs from 
$35 to $80 per month. 

The company’s radio advertising schedule uses two 
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stations eight times a day for 30 and 60-second spots. 
Total monthly cost of this portion of the advertising 
program is $250 per month. Here is an actual example 
of the hard-hitting copy used in these commercials: 

“If you are planning to buy or build a new home, 
be sure it has Green’s Fuel Gas. Green’s Fuel will 
give you faster cooking, economical hot water, clean 
homeheating, modern air conditioning, and even silent 
refrigeration. Harrison Gas Service here in Braden- 
ton, distributors of Green’s Fuel, will be pleased to 
show you all the advantages of gas in your new home. 
For instance, take the storage tank. It’s buried in 
the yard which means no unsightly drum next to 
your new home. Then, too, Green’s Fuel is cleaner 
burning. Smears and stains on those new walls and 
ceilings are a thing of the past with Green’s Fuel 
heat. You may be asking ‘Is it economical?’ Well, 
here’s an example, in water heating alone. A gas 
water heater will actually give three times the amount 
of hot water at one-half the cost.* So again we say, 
before you buy or build, be sure your home is equipped 
with gas ... not just any gas, but Green’s Fuel, dis- 
tributed by Harrison Gas Service right here in 
Bradenton.” 

Another $120 per month sponsors an hour-long 
program on which local residents air gripes and 
opinions. Bennett counts this type of program to be 
of particular value, believing it reaches far more than 
the average number of home owners and prospective 
home buyers. 


To get its leads, the Harrison Gas Service sales 
_ staff goes out knocking on doors, or on 2 x 4’s, if the 
house in under construction. Bennett and his men 
scan every building permit issued by the city. Be- 
cause they’ve found that not all building permits are 
published, they employ other lead-finding methods, 
such as watching newspapers and credit reports. In 
addition, the firm’s fleet of 15 two-way-radio-equipped 
trucks are manned by drivers ever on the lookout for 
the faintest glimmerings of building construction. 

Once a lead is found, a salesman is delegated imme- 
diately to identify the contractor, owner, or buyer and 
make a call. 

“We’re out to be the first to get our foot in the 
door,” Bennett sums up. “Our aim is to make a con- 
tact as quickly as possible and with the person most 
likely to be concerned.” 

Because most of the homes are sold after they are 
completed, architects and builders are the keys to 
the majority of Harrison’s new construction heat- 
ing equipment sales. Most of these builders produce 
only 50 or less homes per year, but a successful sales 
effort still leads to multiple sales. A similar amount 
of time spent with an individual home owner or 
buyer would result in just one sale. Bennett has also 
found that contractors have a natural tendency to 
string along with the fuel they’ve been accustomed 
to using. 

In selling the idea of LPG heating and air condi- 
tioning, the sales staff points out the house-selling 
features inherent in LPG, less maintenance, a cleaner 
house, etc. The salesmen also remind builder-customers 
that last winter’s unprecedented cold spell was followed 


* Electricity is the heat source used in this cost comparison. 


SEPTEMBER, 1959 


by a stream of loud complaints to contractors who 
installed skeletal heating systems. This type of sales 
pitch, along with the higher cost of an oil furnace, 
gets a bigger and bigger portion of the business from 
Bradenton builders. 

Such promotion, according to Bennett, needs to be 
broadened and intensified, but will never achieve its 


' full effectiveness without the personal follow-up of 


the local LPG dealer who can supply both fuel and 
service. 

“Tt’s mighty important,” says Bennett, “that you 
offer the builder something exclusive in your system. 
The heater must not only have a respected name, but 
also some feature that will help him sell his house.” 

Bennett settled on the Coleman line for several rea- 
sons: he got an exclusive franchise on it; each unit 
carries a $1000 warranty to insure the customer’s 
investment and comfort; it has an exclusive method 
of distributing air at high temperature and velocity 
through small prefab ducts; and flexible joints sup- 
plied by the manufacturer fit most installations, cut- 
ting farmed-out ductwork to a bare minimum. 

Harrison Gas Service offers the builder a complete 
service. Working from his plans, the firm first figures 
the heat loss to determine the size of system. Then 
Harrison service men install the ductwork, insulation, 
furnace, and underground tank. 

The underground tank has proved to be a sort of 
ace in the hole. It helps get other domestic loads. 
Once it’s in, the buyer, as a rule, will keep it rather 
than tear up his lawn. On each job, the salesman 
“tries valiantly” to sell a tank that will assure ample 
gas supply, so no customer will ever have to spend a 
night in a cold house during a freeze. 

Good service is more than just a part of the corpo- 
rate name of Harrison Gas Service. 

“Once beating the bushes for business has landed 
us a builder, we stick closer to him than his shadow,” 
Bennett emphasizes. “To the builder, service is every- 


Advertising its central heating sales push, Harrison Gas service 
uses four large billboards, like this one, plus a heavy schedule 
of radio spot commercials. 
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Selling central heating equipment is made easier with convincing 
explanatory displays such as this, constructed in the Harrison 
Gas Service showroom. 


thing. It is imperative that the LPG dealer check 
constantly to see that material, equipment, and labor 
fit perfectly into the building’s scheduling. You can’t 
afford to take a contractor for granted. We attempt 
to create an aura of confidence which often means 
eventually landing the other domestic loads. And, it 
is quite possible that he may go on to build one 
hundred houses!” 

When speculative builders want competitively priced 
equipment, Harrison Gas Service supplies the same 
careful planning, installation and service as for the 
most expensive installations. This policy is responsible 
for current contracts for multiple installations in two 
modestly-priced subdivisions for senior citizens. 

Another plus for the speculative-builder customer 
is a policy of full cooperation with every builder at 
his open houses. Bennett regards this as still another 
opportunity to extol the virtues of LPG. 

Perhaps the biggest plus that Bennett offers build- 
ers is the way his company takes the buyer off the 
builder’s back as soon as the house is occupied. A card 
attached to the heating system tells the customer to 
call Harrison Gas Service, not the builder, in the 
event service is required. 

“Builders, especially those who build many homes, 
are deeply appreciative of this policy.” 

While builder service is stressed to this degree, the 
firm works just as hard to please the homeowner or 
buyer. This is true not only after the sale, but before 
it as well. 
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“If you can speak to the owner directly, you’re sure 
of a much better hearing than when you’re trying to 
talk a speculative builder into a central heating 
plant,” says Bennett. “With the owner, future com- 
fort is paramount and price is secondary. With the 
builder, the reverse is true, unless the house is in a 
higher price bracket where gas heat becomes a selling 
feature.” 

With natural gas now on the scene, keeping the 
customer happy after the sale is even more important. 

“We know that it is imperative for the LPG dealer 
to impress his customers with his genuine interest. 
In the face of competition from natural gas, it is of 
increasing importance to render personalized service. 
We believe that it is far better to keep a customer 
than to try to gain a new one. We take time out to 
solve our customer’s problems. 

“We figure it takes two years to train a man in 
our brand of service and therefore send an experienced 
mechanic and a trainee on every job. Our 30 service- 
men are constantly schooled in the latest LPG de- 
velopments. If they cannot solve a customer’s prob- 
lems, our service manager can or will quickly contact 
the manufacturer. Customers appreciate the fact that 
we'll go all out for them.” 

With Bennett’s go-all-out-for-’em policy, he can’t 
help but optimistically view the coming of natural 
gas. He believes that natural gas can only mean ever- 
brightening prospects for the fuel, the equipment, 
and the service that only the LPG dealer can provide 
for the mushrooming housing developments that are 
changing the face of Florida. 

To the people living in these developments, Bennett 
beams the radio message: “You’re better off with 
your own gas well located in your own backyard.” 
That would seem to be riding the wave without get- 
ting wet! at 


Servicing is important to both builders and buyers. As an 
example of Harrison service to builders, this all-year air-condition- 
ing unit had already been installed when plumbers wanted it raised 
to make room for piping. Bennett built a platform, cut down the 
bonnett, made no charge, but made a builder happy. 
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ON TIME! TEXACO LPG DISTRIBUTORS ASSURED 
OF DEPENDABLE SUPPLIES IN A BOOMING MARKET! 


Texaco Distributors can be assured of 
plentiful supplies. Texaco is one of the 
largest producers, and has a new fleet 
of tank cars to insure fast, on-time 
deliveries. 

There’s a solid future ahead for 
LP-Gas Distributors who can count on 
a dependable supply at all times. In 
1950, 3.4 billion gallons were sold. 
The volume for 1960 is expected to be 
8 billion gallons. 

Texaco Distributors stay with 


Team your name with Texaco and profit. Some areas are still open for a sound and 
profitable business with Texaco LP-Gas. Let us tell you how. Call or write today ... 
Texaco, Inc., LPG Sales Division, P.O. Box 2420, Philtower Bldg., Tulsa, Okla., 
DlIamond 3-4101; 3350 Wilshire Blvd., Los Angeles 5, Cal., DUnkirk 5-0515. 
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Texaco. Proof: 683 distributors of 
Texaco products have been with us for 
20 years or more—and many others 
for as long as 45 years. 


5 reasons why it pays to be 
a Texaco LP-Gas Distributor 


1. A product of highest quality — mois- 
ture-free. 

2. Dependable and efficient delivery, in 
a new fleet of tank cars, from 25 stra- 
tegically located production areas. 


3. Immediate acceptance. Texaco LP- 
Gas is sold under the nationally-known, 
famous trade-mark, the Texaco red 
Star with the green “T”. 

4. One of the largest producers of 
LP-Gas, Texaco is the only petroleum 
company to build up successful dis- 
tribution of its products nation-wide. 
5. Profitable and proved sales poli- 
cies. Texaco does not compete with 
its independent distributors of LP- 
Gas. 






LP GAS 




















The new Z21.30 Standard— 


what it will mean to you 





C. C. Westmoreland is a utility 
gas man, but his unique position at 
Southern California Gas Co. (Los An- 
geles) brings him into close contact 
with many outside groups. Carrying 
the unrevealing title of "supervising 
engineer"; Westmoreland is the com- 
pany's codes and ordinances expert. 
His specialty is working with eel 
and national groups and public offi- 
cials, in helping devise sensible, ef- 
fective rules and regulations. 

Among the ordinances he has help- 
ed write are those of the Pacific Coast 
Gas Association. He has been a 
member of the gas code committees 
of the Western Plumbing Officials 
Association, whose uniform building 
code has nationwide acceptance. For 
the last four years he was secretary- 
treasurer of the Southern California 
chapter of the American Public 
Works Association, which developed 
a model excavating ordinance. 

His influence has also reached 
into the L. P. gas field. For the past 
three years he has been a member 
of the NFPA Committee for Gases, 
for the past five years, a member of 
the AGA Z21.30 subcommittee. He 
became familiar with the problems 
of LPG piping through work on these 
committees, since they were revising 
old codes and combining them into 
a new one applicable to both indus- 
tries. 

Writing from this background, 
Westmoreland gives his interpreta- 
tions of some of the more important 
provisions of the new code, explains 
their purpose, and analyzes their 
probable effect upon your business. 
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C. C. WESTMORELAND 


EETING in Atlantic City on 

June 5, the National Fire 
Protection Association general 
membership cleared one of the final 
hurdles in the two-and-one-half- 
year process of preparing a greatly 
improved standard for installing 
gas piping and appliances. The new 
code will continue to be called 
“ASA Z21.30 Standard” by the 
American Gas Association and 
Pamphlet No. 54 by the NFPA and 
the National Board of Fire Under- 
writers. 

Some observers feel, however, 
that the similarity to the old 
(1954) standard ceases at that 
point. Even the title, “Installation 
of Gas Piping and Appliances in 
Buildings,’ has been changed to 
“Installation of Gas Appliances and 
Gas Piping.” The “in Buildings” 
was dropped because the standard 
is intended to apply to piping and 
appliances downstream from the 
“outlet of the meter set assembly 
or the outlet of the service regula- 
tor,” even though located outside of 
structures. 

Of prime interest to the LPG 
industry is the fact that the revised 
standard will apply to all types of 
gases including L. P. gas. It will 
replace the old Pamphlet No. 52, 
which related only to LPG piping 
and appliances. The objective of 
identical requirements for LPG and 
utility gases in one pamphlet in- 
volved careful and sincere consid- 
eration of divergent points of view 
by all concerned. 

E. W. Evans of Phillips Petro- 
leum, Bartlesville, Okla., and P. A. 
Ray of Metrogas Inc., Chicago, rep- 
resented LPGA on the Z21.30 sub- 


committee. They did an _ excep- 
tionally good job of presenting the 
LPG point of view and deserve the 
thanks of their industry. 

Most of the work of consolidat- 
ing the two standards was accom- 
plished with relatively little diffi- 
culty. In a few places the language 
of the new standard reflects the 
subcommittee’s problems in arriv- 
ing at requirements acceptable to 
both industries. This is probably 
most evident in the sections dealing 
with gas piping installation. 

The long standing difference of 
opinion on the use of copper tubing 
and the methods used to test new 
installations for gas tightness was 
a major hurdle for the subcommit- 
tee. For good reasons LPG indus- 
try representatives could not agree 
to stop using copper tubing for 
housepiping. For equally good rea- 
sons, utility gas representatives 
could not accept copper tube, in lieu 
of iron pipe, for housepiping. 

The point was resolved by allow- 
ing both industries to continue ex- 
isting practices. This is one of the 
few places where the standard has 
different provisions for LPG and 
utility gas installations. To avoid 
misinterpretations, this section 
must be read carefully. The word 
“pipe” means “rigid conduit of 
iron, steel, copper, or brass,” while 
“tubing” is “semi-rigid conduit of 
copper, brass, steel, or aluminum.” 
“Piping” means either or both 
“pipe” and/or “tubing.” This ter- 
minology must be kept in mind at 
all times, but particularly when re- 
ferring to materials, sizing, or test- 
ing of “pipe’ and “piping” sys- 
tems. 
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NOW! A REALLY GOOD 
GAS WALL HEATER 


at a really good price: 





“=, 





FOR LOW TO MEDIUM-PRICED HOMES 


These days, both dealer and builder need 
heaters that are topmost in quality and lowest 
in price—to land the business. 


And Suburban has both—the quality and the 
price. The Suburban Gas-Fired Wall Heater 
was built for business-getting. It’s the best 
value on the market today—bar none! 


Tested and approved by the American Gas 
Association, it had to be good—and it sells for 
plenty less than other wall heaters. 





New! Counter-Flo Wall Heaters 
Forced air for the finest heating comfort! 


SUBURBAN is easier to install than other heaters. 
MAIL THE COUPON now and get set for a low-low 
bid on your next project. 3 


For those who demand the finest forced-air heaters, 


Suburban has just that. More compact, better look- GUARANTEED Suburban guarantees its one-piece 
ing, the heat is fan-forced down, heating cold floors porcelain enamel combustion chambers for 10 years. 
first—then the whole room evenly. Factory-installed FLOOR FURNACES with the price and quality that 
controls. Heat exchanger guaranteed for 20 years. can't be beat are Samco Floor Furnaces. Get the facts 
Single or dual wall models, to 50,000 B.T.U. A.G.A. about them. 

approved. 


MAIL THE COUPON NOW! 


! Samuel Stamping and Enameling Co., 
| Dept. BPN-99, Chattanooga, Tenn. 


Send details and price information on: Suburban Gas-Fired Wall 


i 
® 
‘ay | Heaters [ | Counter-Flo Forced Air Wall Heaters [_] 
! | Samco Floor Furnaces [_] 
R: 
| Name 
| 
| 
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Best Values at Any Price! Company Street 
| City State 
MADE BY THE MAKERS OF FAMOUS SUBURAN BUILT-INRANGES LOU 4 
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To be published later this year, 
the standard provides for undiluted 
LPG systems to be fabricated of 
“piping” (tubing and/or rigid 
pipe) while utility gas systems can 
only be made of “pipe.” However, 
an exception allows “piping” for 
utility gas installations outside of 
buildings when the gas is not corro- 
sive to the “piping” materials used. 

Incidentally, even the subcommit- 
tee occasionally found itself using 
the term “pipe” and “piping” inter- 
changeably. To keep this discussion 
as confusion-free as possible, we’ll 
taxe up the changes in the perti- 
nent sections on a one-at-a-time 
basis. 


SIZE OF PIPING—This section 
has been completely revised, using 
the same method of calculating pip- 
ing size as is currently contained 
in the Uniform Plumbing Code and 
the Southern Gas Code.* With this 
method, an entire piping grid can 


* The Uniform Plumbing Code and the 
Southern as Oode, created by the 
Southern Gas Association in conjunction 
with building officials and other groups, 
are both widely accepted standards 
throughout the United States. 


Chimney or Gas Vent 


Alternate 
Air Inlet 


be sized by following a relatively 
simple procedure just once. 

The method prescribed under the 
old code could be readily applied 
for straight runs from a meter or 
tank to an appliance, but when a 
grid was involved, the steps were 
slow and complex. 

The method in the new standard 
is also more precise than the old. 
Easy-to-follow instructions and an 
example are included as a part of 
the text. 


TESTING PIPING—Here again, 
historical difference in practice be- 
tween LPG and utility gas opera- 
tors posed a problem for the sub- 
committee. The current standard 
requires piping systems for utility 
gas to stand a test of 6 in. of mer- 
cury or 3 lb for 10 minutes. How- 
ever, LPG systems have been tested 
for many years with a _ water 
manometer because of the possibil- 
ity that mercury might inadver- 
tently be introduced into the sys- 
tem and react with copper or brass 
tubing and fittings. LPG repre- 
sentatives maintained that this pro- 
cedure has proven its adequacy. 


. Ventilation Louvers for 
Unhected Crawl Space 


The inlet ani outlet air openings 
shall each have a free area of not 
less than one square inch per 
4,000 Btu per hour of the total 
input rating of all appliances in 
the enclosure. 


Ventilation I ouvers, 
each end of attic 


Fig. 1. The new standard requires only 1/4 to 1/5 of the formerly needed free area in 
inlet and outlet air openings. This is good news in cold climates where excessive openings 


made utility rooms chilly. 
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As resolved, LPG operators are 
given an option. They can follow 
the test procedure specified for util- 
ity gas piping installations or they 
can connect the appliances and test 
the piping system with 10 in. we 
for a period of not less than 10 
minutes. 


GARAGE INSTALLATIONS— 
The general provisions governing 
appliance installation and the spe- 
cific requirements for installing 
various types of appliances apply 
equally to both LPG and utility 
gas installations. 

One of the most significant re- 
visions covers installing appli- 
ances in garages. Section 3.1.8 
(“Flammable Vapors’) of the old 
standard states: 

“Gas appliances shall not be in 
any location where flammable va- 
pors are likely to be present unless 
the design, operation and installa- 
tion are such as to eliminate the 
possible ignition of the flammable 
vapors.” 

In many cases, this clause has 
been interpreted as prohibiting the 
installation of gas appliances in 
garages. The intent of this provi- 
sion, however, is to control sources 
of ignition. As such, both gas and 
electrical equipment are compara- 
ble. Yet, the National Electrical 
Code makes no such sweeping pro- 
hibition. It considers garages as 
hazardous locations only if they are 
below grade. Even under this cir- 
cumstance, the electrical code con- 
siders only the lower 18 in. of the 
garage a “hazardous location” re- 
quiring special equipment. 

The net result of the two codes, 
in many circumstances, has been 
that electrical equipment was lo- 
cated 18 in. or more above the floor 
of the garage, but gas equipment 
—because of the gas industries’ 
own standard—was barred entirely. 

Since the intent of comparable 
provisions of both codes was the 
same, and since both are subject to 
approval by the NFPA, the restric- 
tions were made equal. Therefore, 
in the new standard, a section titled 
“Installation in Garages” provides: 

“Gas appliances may be installed 
on the floor of a residential ga- 
rage,* provided a door of the ga- 
rage opens to an adjacent ground 


* One having sp 
three cars. 


for a mat of 
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Trinity's got it 


i eee 
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BIGGER PAYLOA 


Trinity Steel is first with New Code Transports... 
at the same low WG Capacity Cost! For example, 
a Trinity T-I Transport with a capacity of 8,920 
net gallons under the old code now can be 
increased to 9,220 net gallons... at the same low 
WG Capacity Cost! 
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You get 300 net gallons more payload. Today... 
write, wire or call collect about your New Code 
Trinity T-I Transport. Join the happy list of cus- 
tomers who have made Trinity Steel Co. the world’s 
largest fabricator of T-I Transports. 





or driveway level that is at or be- 
low the level of the garage floor. 
Where this condition does not 
exist, appliances shall be installed 
not less than 18 in. above the floor. 
Gas appliances shall be located, or 
reasonably protected, so that they 
are not subject to physical damage 
by a moving vehicle.” 


AIR FOR COMBUSTION AND 
VENTILATION—This subject in 
the revised standard reffects the 
very effective work of a Z21.30 task 
group that completely rewrote the 
section. The new requirements are 
based on the results of test work 
(under AGA sponsorship at a ma- 
jor university) that was not avail- 
able when previous editions were 
prepared. 


The current standard contains 
only one illustration showing how 
to ventilate a furnace in a confined 
space. The new standard includes 
five illustrations showing permissi- 
ble methods of obtaining air from 
within the building: from under- 
floor areas or attics or through ex- 
terior walls, or a combination of 
these sources. The effect of dif- 
ferent arrangements of ducts on 
the size of ventilation openings is 
also covered in detail. Under many 
circumstances, the revised standard 
allows substantially smaller open- 
ings than were acceptable hereto- 
fore. 

For example, Fig. 1 shows an in- 
stallation where the new standard 
calls for a free area in the inlet and 
outlet air openings of not less than 


Open Attic Above Double Plate to Supply 
Ventilation of Stud Space Around Vent | 


Vent Continues Through Roof Using Listed 
Type 3B or Type BeW Cas Vent or is Connected 


to Chimney 


Ceiling Plate Spacers Used to 
Center Vent in Stud Snace 





Ceiling Plate Spacers Nailed to Flate’ 
at Both Ends 


Youdle Plate Cut Away for Full 
1h-3/8" Width of Stvd Space to 
Frovide Ventilation 


pe 2 x) otuds ith 3-5/8" Minin. 


Jinension Seress Hdth of oti] 
Space, 16" 0,C, 





























Sheet Metal 
Se rews 


L 


Header Plate of Recessed Heater 


SSS cae 


Vent Listed for Use as Type 
Be Gas Vent Centered in Stud 
Space Above Heater 


= Base Plate Used to Secure Vent 


to Header Plate of Recessed Heater 


Regessed Heater Listed for Use With 
BeW Gas Vent will be Installed Here 


Fig. 2. The section on recessed wall heaters includes several positively-stated clarifications, 
along with this drawing showing proper clearances and other installation features for 


B-W vents. 
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1 sq in. per 4000 Btu per hr of the 
total input rating of all appliances 
in the enclosure. In some cases, as 
little as 1 sq in. per 5000 Btu is 
permitted. 

Under the old standard, the max- 
imum Btu-per-hr-to-sq-in. ratio was 
1000 to 1. There was no differentia- 
tion in requirements between hori- 
zontal and vertical vents. Also, the 
code did not recognize the differ- 
ences in performance between hori- 
zontal and vertical vents or the 
different locations from which they 
would issue. 

The new provisions should be 
particularly significant in colder 
climates, where excessive openings 
have often made utility rooms un- 
reasonably cold. 

For the first time, the term “free 
area” has real meaning when used 
in connection with louvers and 
grills covering combustion and 
ventilation air openings. The new 
section recommends using the de- 
sign factor of a given louver or 
grill if it is known. In the absence 
of such information, it points out 
that wood louvers should be calcu- 
lated as having 20 to 25 per cent 
free area and metal louvers as hav- 
ing 60 to 75 per cent free area. 


RANGES—Of the considerable 
number of changes dealing with 
particular appliances, one of the 
most significant is for clearances 
above free-standing ranges and 
built-in surface burners. The cur- 
rent standard requires 36 in. clear- 
ance between the cooking top and 
combustible construction. 

This distance could be reduced 
to 24 in. if the underside of the 
combustible construction is pro- 
tected with 14 in. asbestos mill- 
board and 28 gauge sheet metal. 
However, this protection was re- 
quired to extend 9 in. beyond the 
sides of the range. With 36 in. 
vertical clearance, there was no 
side-clearance restriction. In effect, 
then, if the cabinets above the 
range were to be lowered and pro- 
tected, greater clearance was re- 
quired at the sides. Thus, the ad- 
vantage gained in cupboard space 
would be offset materially if not 
completely nullified. 

Such requirements on clearances 
can be a problem in small kitchens. 
Many lending agencies have mini- 
mum requirements for kitchen stor- 
age space. Since there are no 
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Even your dome light draws more 


current than MOTRAC 2-way radio! 


Motorola ends costly power drain problems and idling expense with 
the first fully transistorized receiver and power supply 


What makes Motorola Morrac radio the 
most economical and reliable 2-way radio 
unit in the annals of mobile communi- 
cations? Not just one or two new features, 
but a score of revolutionary design ad- 
vancements that bring you the very finest 
set ever engineered. 


1. On standby—the mMoTRAC receiver 
draws only a trickle of current—actually 
80% less than conventional units—with 
an occasional increase to maintain crystals 
at proper temperature for precise on- 
frequency operation (even your dome light 
draws more current than MOTRAC radio). 
Yet, this radio is always poised for instant 
reception, thanks to its fully transistorized 
receiver. Result: no life-shortening battery 
drain . . . no more costly, unnecessary 
engine idling. 


2. MOTRAC radio eliminates the most com- 
mon maintenance problems: vibrators in 
the power supply and tubes in the receiver. 
All are replaced by stabilized long-life 
transistors. 


3. Up to 40°F cooler operation means less 
aging and strain on components. Reason: 
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no more receiver tube filaments; a more 
efficient power supply; a battery saver 
switch to cut off transmitter filaments; 
and two separate heat sinks—one for 
power supply, another for transmitter 
output tubes, 


4. The Morrac receiver operates directly 
from the 12-volt battery; its low voltage 
operation results in less electrical strain 
on components, assures long life. 


5. Traditional Motorola engineering and 
production excellence are evident through- 
out MOTRAC radio. Transistors undergo 
three separate checks, including a week of 
stabilization at 185°F. Only industrial- 
type tubes, especially suitable for the 
rigors of mobile operation, are used in the 
transmitter. 


6. Patient production testing continues 
under stringent quality control proce- 
dures. First, each module is tested. Then 
each chassis is independently checked. 
Next, each radio is tested as a composite 
whole. Finally, the entire radio and asso- 
ciated accessories are checked out as a 
complete operating system. 


7. MOTRAC radio is conservatively de- 


signed. The receiver has even higher re- 
serve gain than conventional Motorola 
units to assure peak performance for many 
years. Also, power supply transistors are 
operated under an exceptionally high - 
safety factor to assure extended service life. 


8. Completely independent receiver and 
transmitter chassis, with no power supply 
in common, assure reliable reception re- 
gardless of transmitter performance. 


9. moTRac radio offers you 2) to 3 times 
higher audio output than conventional 
sets. 


10. morrac radio is designed for split- 
channel operation. Both receiver and 
transmitter meet critical split-channel sta- 
bility frequency requirements. 


Experienced users have been field test- 
ing MOTRAC radios for many months. The 
results are in—and they’re excellent. We'd 
like to tell you all about them. Write, 
wire or call: Motorola Communications 
& Electronics, Inc., A Subsidiary of 
Motorola, Inc., 4501 West 
Augusta Blvd., Chicago 51, AA 
Ill., SP 2-6500. morrac is a V 
Motorola, Inc. trademark. 





clearance restrictions with electric 
ranges, in numerous cases electric 
models were the only ones that 
could be used without violating 
minimum cabinet requirements. 

Many men in the gas industry 
have felt that such clearances are 
excessive and they could cite 
numerous cases of lesser clearance 
that have been safe and satisfac- 
tory for years. 

In order to be sure, however, the 
subcommittee asked the AGA labo- 
ratory at Cleveland to establish— 
from actual tests—what clearances 
are necessary. That investigation 
verified, to the subcommittee’s sat- 
isfaction, that clearances above 
cooking tops could be substantially 
reduced. 

As resolved, the new section 
specifies 30 in. of clearance with- 
out protection and allows a reduc- 
tion to 24 in. if a hood with %4 in. 
asbestos millboard backing is in- 
stalled. The hood does not need to 
extend beyond the sides of the 
range or built-in surface burner. 
These clearances apply to both woud 
and metal cabinets. Metal cabinets 
were included because, while they 
won’t burn, the contents often will 
and metal cabinets are good heat 
conductors. 


WATER HEATERS — The coun- 
ter-type water heater introduced 
within the last few years will now 
be recognized in the standard, 
which includes it in the table of 
clearances. Since different makes 
have individual construction char- 
acteristics, the standard specifies 
that they be installed in accordance 
with the manufacturer’s installa- 
tion instructions, which are care- 
fully reviewed by the laboratory 
when the appliance is approved. 

The _ subcommittee’s concern 
about the indiscriminate installa- 
tion of single faucet (unvented) 
water heaters is reflected in the re- 
vised text. They are not permitted 
“in kitchen sections of light house- 
keeping rooms, hotels, motels, or 
rooms used by transients.” 


ROOM HEATERS—tThe portion 
of this section dealing with un- 
vented room heaters was left un- 
changed, but not without consider- 
able deliberation and debate. A 
proposal that would have further 
restricted their use failed for lack 
of support. 
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CENTRAL HEATING BOILERS 
AND FURNACES—This section 
now allows for reduced clearances 
when appliances are installed in 
relatively large rooms. However, it 
prohibits reducing clearances be- 
low those specified as “condition of 
approval” when installed in alcoves 
or compartments. Field reports of 
operating problems traceable to in- 
sufficient air circulation within 
confined spaces prompted this move. 
Manufacturers’ representatives 
pointed out that, while possible fire 
hazards could be avoided by pro- 
viding special protection, adequate 
air circulation and ventilation are 
necessary for proper operation. 


RECESSED HEATERS — The 
problem of hot walls above vented 
recessed heaters is dealt with in a 
direct, positive manner in the re- 
vised text: 

“Unless connected to a vent sys- 
tem listed for multi-story use (and 
there are no such vents now gen- 
erally available), recessed heaters 
listed for use with Type B-W gas 
vents shall be installed only in 
single-story structures or on the 
top story of multi-story struc- 
tures.” 

A drawing showing the proper 
clearances and other installation 
features for B-W vents is included 
(see Fig. 2). 

This should clarify the venting 
requirements for recessed heaters, 
which have been the subject of 
confusion in the past. Some install- 
ers have not used the right kind of 
vent, or have not installed it prop- 
erly. As a result, good appliances 
have often failed to function prop- 
erly. With the new standard, this 
trouble will be eliminated. 


VENTING—This section has been 
extensively revised, rearranged 
and expanded. It represents the 
work of a task group that met on 
its own several times. All the es- 
sential elements that go into a 
properly installed venting system 
are logically and precisely covered. 
The standard, however recognizes 
the experimental venting work that 
has been done and provides for 
variance from provisions of the 
section “where standard engineer- 
ing methods have been used to de- 
sign the vent system.” 


ALTITUDE RATING—The stand- 
ard also reflects the fact that AGA 
has discontinued rating appliances 
for high altitude. Instead of pro- 
viding for adjustments of eleva- 
tions between 2000 and 5000 ft, it 
merely recommends reducing the 
input 4 per cent for each 1000 ft 
above 2000 ft. This makes the 
standard easier to live with, but no 
less sound. 


SUMMING UP—Previous editions 
of the standards have had a marked 
effect on improving appliance in- 
stallations — by being directly 
adopted as local ordinances and by 
serving as a basis for other codes. 
However, some observers believe 
that the coming edition will be of 
greater value than any of its prede- 
cessors. Adding provisions relating 
to L. P. gas certainly broadens its 
application. Several of its provi- 
sions recognizing differing prac- 
tices in the nation’s different geo- 
graphical areas of the country 
should make it more acceptable to 
all. And, improvements in readabil- 
ity and clarity should make it 
easier to use for both installers and 
inspectors. & 





Copies of the complete, new, 110-page Z21.30, entitled "Standard for the 


Installation of Gas Appliances and Gas Piping," are available from the 
National Fire Protection Association, 60 Batterymarch St., Boston, 10, Mass. 
The price is 50 cents. Ask for the June, 1959 edition of Pamphlet 54. 


Also available at the same price is NFPA's new edition of Pamphlet 58, 
"Standard for the Storage and Handling of Liquefied Petroleum Gases." 
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“The LINDE Finance 


“In this rapidly expanding business, our growth is 
limited only by the number of cylinders we own. So 
we are very careful in selecting our supplier, since cylin- 
ders represent a major investment. LINDE cylinders 
meet all our standards of performance. And as the cost 
is extremely low—only 6% interest on the unpaid bal- 
ance—the LINDE Finance Plan helps us grow.” 

A look at any LINDE cylinder will prove his point. It’s 
built for long, hard service. Notice the footring that’s 
designed, constructed, and coated to prevent rust. One 
seam—not three—gives these cylinders light weight and 
high strength. And every one is tested to twice the nor- 
mal service pressure. 
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lan helps us grow” 


Says John Long, President, Delaware Valley Propane Co., Merchantville, N. J. 


Get the facts on LINDE’s Finance Plan. It only costs 
about 25¢ per cylinder per month when you buy on the 
LINDE Finance Plan. Write Linde Company, Division 
of Union Carbide Corporation, 30 East 42nd Street, New 
York 17, N.Y. In Canada: Linde Company, Division of 
Union Carbide Canada Limited. 


ei ite). 
“Linde”, CAR B 4 D E 
and “Union Carbide” 
are registered trade marks 


of Union Carbide Corporation. 
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A hot water heating installation is a natural for LPG dealers a 
because they use tools and techniques they already know. Here, 


bh MW 


for 





Meet hot water heat, 


Propane Gas Co., Ft. Wayne, Ind., 


uses a propane torch to sweat a joint on a baseboard unit. 


a “natural” for the LPG dealer 


While hot water heat is an old, fa- 
miliar "friend" in some parts of the 
country, in others it is virtually un- 
known. This article, therefore, is in- 
tended to introduce many readers 
to this excellent load-building possi- 


bility. It was prepared for BPN by 
L. H. Nichols of Ascot Water 
Heaters Ltd. 


OT water central heating has 

shown remarkable growth 
throughout the past decade. New 
boiler and radiation designs, mod- 
ern installation techniques, sim- 
plified piping and layouts, have all 
assisted this growth. LPG distrib- 
utors have found that it is one 
phase of central heating that they 
can sell, install, and service en- 


The installer of a hot water baseboard leaves behind a neat inconspicuous unit that 


harmonizes with modern decor and is a pl 





efficient, comfort-providing service. 


54 


4 ind 
rf 


of the LPG dealer's up-to-date, 


tirely within their own organiza- 
tion. 

The hot water heating industry 
is guided by two organizations, 
both made up of engineers, manu- 
facturers, and installers of what 
is commonly called “hydronic” 
equipment. (Hydronics is the sci- 
ence of heating or cooling by wa- 
ter.) These groups are the Insti- 
tute of Boiler & Radiator Manu- 
facturers (IBR) and the Better 
Heating-Cooling Council (BHC). 
From them come the testing and 
rating of boilers and radiation. 

Training schools for the trade 
are sponsored by IBR and held in 
major cities throughout’ the 
United States. Participation in 
these schools is open to members 
of the LPG industry. 

BHC is active in promoting the 
hydronic story to builders, archi- 
tects, and home owners. Member- 
ship in local area councils is open 
to LPG men. 


Methods in modern use 


The design and layout of mod- 
ern hydronic systems are simple 
enough to be done by any com- 
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The series loop is the simplest, most economical hot water heating system. 
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The split loop is more efficient for larger areas, costs little more. 
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The monoflow system gives individual control at each radiation section. 
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The two-pipe system uses one pipe for supply, the other for return. 
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Zone control maintains two or more different temperature levels. 
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petent LPG mechanic. The basic 
systems in common use today are: 


Series loop—This is the simplest 
system of all. For a relatively 
small home, it combines ease of 
layout and installation with econ- 
omy of material, and provides 
good hot water heating. It is just 
a loop of baseboard radiation 
units or convectors, around the 
perimeter of the house. Water 
passes from the boiler, through 
the radiation and back to the 
boiler in one continuous circuit. 


Split loop—The efficiency of the 
loop system is increased, larger 
floor areas can be handled, and 
faster heat response is developed 
by “splitting” the loop. The wa- 
ter flow is shortened, piping re- 
sistance is reduced, and a higher 
heat gain is achieved with very 
little increase of material cost. 
Radiation and piping are split as 
equally as possible and each half 
circuit is joined to a common 
“feed” and common “return” line. 
Balancing each circuit is simple 
and is achieved by a balancing 
valve installed in each return line. 


Monoflow—This advancement of 
the loop or split loop system has 
the advantage of giving individual 
heat control at each section of 
radiation. By the use of a “mono- 
flow valve” hot water is taken 
from a single supply line, passed 
through the radiation, and re- 
turned to the pipe. It is a very 
efficient method of heating. 


Two-pipe—As the space to be 
heated increases, the factors of 
heat loss and piping friction also 
increase. In these larger systems, 
the “two pipe” system is most 
generally used. One pipe is for 
supply, the other for return of 
hot water. Individual control, 
high efficiency, lowered friction 
losses, and greater heating capaci- 
ties are reasons for using this 
system. It is most commonly 
found in large homes, apartments, 
motels and industry. 


Zone control—It is relatively easy 
to adapt any of the above methods 
to “zone control.” Some methods 
use a small individual pump for 
each zone. Another method, now 
quite common, uses a small “mo- 
torized valve” to open or close a 
“leg” to a heating zone on call 
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LPG Service for you... 


Our bag of LPG service tricks runs all the way from 

the producing well to shirt-sleeves sessions with you and your 
problems. Anchor has built an organization of the finest facilities 
and the best LPG brains just in order to provide you with gas 

of the finest quality and kind when you need it. You can take full 
advantage with a year-round contract. Call us about it... 

Tulsa CHerry 2-7261. 


ANCHOR 
PETROLEUM COMPANY e- TULSA 


SALES OFFICES: Toledo, Shreveport, Hattiesburg, Houston, 
Midland, Long Beach, Calgary 
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This fully enclosed, pre-wired Hydrotherm 
boiler is "packaged" by the manufacturer 
in a complete installation, including base- 
board and controls. 


from a thermostat in that zone. 
It is common practice to maintain 
two, three, or four different heat 
levels in different zones. Each 
zone calls for heat only when re- 
quired. 

Radiant ribbon—This is the most 
recent innovation in hydronics. It 
has undergone several years of 
field testing with good success. 
For use only when design condi- 
tions are favorable, it should not 
exceed a 50 deg. design, or from 
20 to 70 deg. This very simple 
system is based on the relatively 
high Btu emission rate of black 
steel pipe at high water tempera- 
tures. The “radiant ribbon” is a 
single loop of %4 in. black steel 
pipe around the perimeter of the 
house. It is suspended from metal 
supports and is encased in a sim- 
ple sheet-iron case. The easiest 
and cheapest method yet de- 
veloped to install hot water heat, 
it will give adequate and evenly 
distributed heating, when prop- 
erly designed. 


Radiant slab—In many areas, the 
radiant slab method of heating 
has proven very popular because 
of the comfort obtained by heat- 
ing the entire floor surface. It 
is particularly adaptable to pour- 
ed concrete slab construction and 
has found great favor in motels 
and industry. Either iron pipe or 
copper tube is laid in the forms 
prior to pouring. It is a little 
more difficult to design a slab sys- 
tem. However, so much assist- 
ance is offered by manufacturers 
of pipe and tubing that an LPG 
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Typical of the very compact new boilers 
now manufactured is this Ascot wall- 
mounted unit. It may be installed in the 
smallest of attics or in crawl space. 


dealer can receive all the help 
needed to design and install a slab 
heating job. 


Calculations are easy 


Calculations for heating require- 
ment of a room or building follow 
the established formulas used for 
any type heating. Once the heat 
demand in Btu is established, it is 
easy to figure the amount of radia- 
tion. 

Baseboard convectors or radia- 
tors have an established Btu output 
per lineal foot at certain water tem- 
peratures, Let’s assume 600 Btu 
per ft at 180 deg. (Output will in- 
crease with higher water tempera- 
tures and 200 and 210 deg. water 
temperatures are commonly used.) 

For example, if a room requires 
12,000 Btu of heat, 12,000 divided 
by 600 equals 20. The room can be 
heated at design conditions with 20 
ft of baseboard and water tempera- 
ture of 180 deg. It can be as simple 
as that. 


Water heating is ages old 


Hot water central heating is an 
old and very well accepted method 
of heating large areas. Steam heat- 
ing of large buildings is still the 
accepted method, and is a form of 
hot water heating. Many of the 
larger, more expensive homes of 
the past and the present have 
shown a preference for hot water 
systems. Forced hot air took over 
a major portion of the average 
homes built in the past decade due 
to an initial price advantage. 

Now, modern gas-fired boilers of 
high efficiency and lower cost, mod- 


Raypak's boiler-heater combination is in- 
troduced in this month's “What's New" 
section. A cluster of small heaters attached 
to one boiler fills all hot water needs. 


ern cast iron or copper aluminum 
fin baseboard radiation, combina- 
tion heating and cooling convectors, 
and simplified piping methods bring 
the advantages of hydronic heating 
and cooling within the reach of the 
vast majority. And, of interest to 
the LPG dealer, this is big, new 
business which can be sold and in- 
stalled, increasing the load without 
increasing the work force. 


New designs improve sales 
demands 


All of the old line boiler manufac- 
turers have come out with new com- 
pact designs which require less 
space, and are fully assembled, pre- 
wired and ready to hook up. The 
new streamlined designs fit well in 
a small space and all controls are 
encased. 

New boiler principles are incor- 
porated in the “flash type” boilers 
which, because of small water ca- 
pacity and fast recovery, make for 
light weight and ease of installa- 
tion. 

One flash type boiler of modern 
design blends high efficiency with 
light weight for wall mounting. It 
is particularly adaptable for the 
small basementless homes where 
floor space is at a premium. It can 
even be installed in an attic, for 
hot water can be pumped up or 
down without loss of efficiency. 

Many companies make radiation 
as well as boilers and specialize in 
marketing a “complete package” 
tailored to fit the heating require- 
ments of a particular house. 

Zone control valves of new design 
have assisted in developing this 
phase of heating. Now it is practi- 
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Unbeatable combination: 


T-1 





STEEL 
and 


MISSISSIPPI 
TANK 
ENGINEERING! 


The fact that many Mississippi Tank T-1 Steel 
units have already more than paid for them- 
selves in extra payload carried is now proven 
by owners’ records. The high tensile strength 
of T-1 Steel permits the use of thinner shell 
plates, and its weldability results in better 
constructed, stronger units. 

Pioneering in the use of T-1 Steel for LP Gas 
hauling equipment gave Mississippi Tank the 
experience and skill that make our transports 
and deliveries the finest money can buy. Plan 
now to convert to Mississippi Tank T-1 Steel 
units and make more money next season! 


T-1 Titan Delivery 


With a capacity of 3,075 water gallons, the Titan is 
the largest single axle delivery on the market today! 
7614” inside diameter tank is fully X-rayed and 
sand blasted. Many low-cost options for high-profit 
operation. 


T-1 Load-King Transport 


Exclusive design insures perfect weight distribution 
and maximum loading. In addition, every Mississippi 
Tank Load-King is custom built to allow you to haul 
maximum legal loads in every state where you op- 
erate! Available in 7,600 to 10,650 wg capacities. 


Let us show you how T-1 Steel equipment can pay for itself 
in a matter of months. Just use the Coupon... 


CU Mississigpi Tank Unite are 
fbricated according to latest 
GAME Code, and ICC Srecifications, 


MISSISSIPPI 
TANK COMPANY 


INCORPORATED 
HATTIESBURG MISS 
JUniper 3-0262 
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MISSISSIPP! TANK COMPANY, INC. 
Hattiesburg, Miss. 


Show me how T-I Steel can pay for itself in a matter of months. | 
operate (check one or both): 


—— Deliveries — Transports 
Also send literature on units checked above. 


COMPANY 
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CITY and STATE 
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This Crane cast iron baseboard is slim and easy-to-install, com- 


bines radiant and convected heat. 


cal to zone living, sleeping, and play 
areas with different temperatures, 
each thermostatically controlled. 


Manufacturers aid the installer 


One of the leading manufactur- 
ers of circulating pumps and heat- 
ing accessories is so sincere in its 
desire to help the hot water heating 
installers, that it offers to the trade 
without charge bi-monthly “Schools 
of Living Comfort.” <A five-day 
concentrated course in heating and 
cooling is at the firm’s school house. 

A recent count showed over 100 
different manufacturers of “radia- 
tion equipment.” With competition 
keen, the design and layout assis- 
tance offered the heating trade is 
excellent. Every section of the 
United States is covered by quali- 
fied technicians, willing and able to 
assist LPG men with major or 
minor problems. 


Combination heating and cooling con- 
vector units, such as this one by American 
Standard, are flush wall mounted. 
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LPG men like hydronic heat 


Probably the best reasons for so 
many LPG dealers turning to hot 
water heating are heating efficiency 
and customer satisfaction. The 
transfer of heat by water from the 
point of origin (boiler) to the 
point of use (radiation) is one of 
the most efficient methods known. 
Rooms are heated evenly, quietly, 
without stratification. Humidity 
levels remain constant, drafts are 
eliminated, floors are warm and 
ceilings cool. This efficiency is re- 
flected in lower fuel consumption 
which builds customer satisfaction. 

Another important advantage is 
that installers and servicemen work 
with familiar, available materials 
and tools when installing hydronic 
heating. 


Load-building possibilities 


The LPG dealer can find many 
side advantages. He gets into sales 
areas he had never been able to sell 
before. 

Motels are large users of hot 
water heating and are excellent gas 
load potential, generally being be- 
yond the mains. Many motels know 
the customer appeal of hot water 
heating and advertise “Hot Water 
Heated.” 

Restaurants are also strong for 
hot water heating, particularly be- 
cause of its ability to supply zoned 
heat. LPG dealers can get the lion’s 
share of this business because they 
are “in,” supplying gas for kitchen 
equipment, and are recognized for 
their service. 

Churches, schools, club houses 
and a host of other large buildings 


This Trane copper-tube, aluminum-fin baseboard offers rapid heat 
release with low initial cost. 


are especially suited to central hot 
water heating. Many are tailored 
to LPG-customer requirements. 

Profitable allied side lines for the 
hot water heating man are swim- 
ming pool heating and snow melt- 
ing on sidewalks, driveways, park- 
ing areas, etc. One manufacturer 
has just announced a boiler-heater 
combination that will allow several 
water heaters to be arranged in a 
cluster around the boiler to provide 
hot water for heating, domestic use, 
swimming pool, and snow melting, 
or any combination of these uses. 

One of the biggest markets in 
the United States is home moderni- 
zation. It is generally easier to in- 
stall piping and hot water radia- 
tion in an existing home, than to 
put in air ducts. The potential in 
this sales area alone is hundreds of 
thousands of existing homes with 
substandard heating. 


Suspended hot water units, like this one 
by Modine, are very popular for stores, 
warehouses, garages, and countless other 
commercial and industrial locations. 
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Right, Ma’am. 
That Day & Night forced air 
warm... heat is even... 
from toes from floor to center to ceiling. 
to nose Best in the business. 


to rose! Ask anybody. 


DAY & NIGHT FORCED AIR HEATING SYSTEMS 

are available in sizes and types for any home any budget. De d for 

dependable, efficient, long-lasting economy late mie] am-r-h-) a= 100 ih al fair 
es now or later. Sell DAY-& NIGHT heating — The easy way to g abigt tt 


Rivet y 


LP volume upflow, downflow and horizontal units. Write to: DAY & NIGHT 


Manufacturing Company, 855 Anaheim-Puente Road, La Puente, Califor 
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The Burroughs “Sensimatic" automatic accounting machine is in 
the spot-light as Office Manager Don Feeley and Irma Moyer check 


with operator Norma Keck. 


Some large LPG companies believe 
in centralizing the bookkeeping for 
their vastly-spread operations. One 
such system, used by Petrolane Gas 
Service Inc., was described in the 
July issue of BPN. 


Other large companies prefer to 
retain their decentralized set-up. An 
excellent example of this is Suburban 
Propane Gas Corp., which keeps all 
accounting and billing on the district 
level. 


Suburban speeds district office procedures 


to improve service, save money 


WILLIAM T. HARPER 
Eastern Editor 


HE automation story of Sub- 

urban Propane Gas Corp.’s 
Montgomeryville (Pa.) district 
office begins in the fall of 1956. 
The district had ‘grown to be the 
largest in Suburban’s Region 
Four, which includes southern 
New York state, New Jersey, and 
eastern Pennsylvania. 

Carl Schroeder, manager of the 
Montgomeryville district and a 
30-year veteran of the LPG busi- 
ness, was well aware of his grow- 
ing customer list. And his office 
was using the same standard- 
practice accounting-billing proce- 
dure that it had ten years previ- 
ously. 

In that system, a post card goes 
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to the customer and the stub 
serves as the ledger. It was all 
written in longhand and all fig- 
ures had to be checked with an 
adding machine. 

By January 1957, the number 
of customers appeared to have 
grown to the point where—under 
Suburban Propane’s customer bill- 
ing methods—it would be more 
economical to install an automatic 
accounting machine. Schroeder 
contacted Ruth Swenson at Sub- 
urban’s general offices in Whip- 
pany, N. J. 

Miss Swenson, who is in charge 
of the company’s office procedure 
and equipment, surveyed the dis- 
trict’s needs and concluded it 
should have an automatic ac- 
counting machine. A Burroughs 
“Sensimatic” unit was specified, 
since the company had six years’ 
experience with that machine. 


In less than one week, the 
equipment was installed and the 
office force was indoctrinated. It 
was found to be quite easy for 
anyone familiar with the hand 
system to learn the new set-up. 
This was because the system did 
not change, it was merely mecha- 
nized. The basic entries remained 
the same but duplications and ex- 
cessive handling were eliminated. 
A Burroughs representative esti- 
mates that the machine reduces 
figure handling from roughly 
four-to-seven times to just one. 

All cash is posted on this ma- 
chine through the ledger card. A 
cash receivable journal shows at 
the bottom of the ledger card 
with the date, the customer num- 
ber, the payment, the amount due 
and the balance. This gives a con- 
trolled journal of all cash posted 
on a daily basis. The cards are 
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EAST, WEST, NORTH OR SOUTH-— 
THE STORY’S ALWAYS THE SAME 


Pioneer in carload ordering 
praises Cities Service 
“flexibility” in delivery 


One of the nation’s oldest LPG firms and pioneer in 
ordering by carload lots, Blaugas Company credits 
Cities Service for flexibility in delivery. President G. F. 
Bursinger states, “We try to out-guess the weather by 
40 days and this can mean last minute reorders or can- 
cellations. With Cities Service we have this necessary 
flexibility. Also, I am given a sense of security that’s 
important to us in the gas business. I know that I’m 
going to get my shipment on time and in the quantity 
that’s needed.” 


Technical help from 
Cities Service 
saved thousands 


“Technical help from Cities Service enabled us to 
save thousands of dollars on new bulk plant site.” 
Marshall Smith, President of American Petroleum, tells 
of trying to locate a new bulk plant in Davenport . . . 
“We had a favorable site next to. the railroad siding, 
but unfortunately we would have to run the risers from 
the opposite side of the tracks up over to the plant. We 
were about to give up and lease a more expensive site 
when a Cities Service technical man showed us how we 
could run the lines under the track. Through his past 
experience in legal procedures involved and special 
conditions to be met, we saved thousands.” 

Join the parade of satisfied LPG distributors who 
look to Cities Service for dependable supply and realistic 
cooperation. Call or write the office listed nearest you. 








3435 Broadway 500 Robert Street 
Kansas City 11, Missouri St. Paul 1, Minnesota 


20 N. Wacker Drive 6611 Euclid Ave. 

C i T | t S SE RVIC t Chicago 6, Illinois Cleveland 3, Ohio 
701 Sherland Building 7730 Carondelet Ave. 

QUALITY PETROLEUM PRODUCTS South Bend 1, Indiana Clayton 5, Missouri 


626 E. Wisconsin Ave. 1658 East Euclid 170 University Ave. 
Milwaukee 2, Wisconsin Des Moines 13, lowa Toronto 1, Canada 
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posted as they are dropped into 
the machine by the operator. The 
machine prints right through the 
cards onto the continuous roll 
carbon journal. This provides an 
exact copy of all the bills that go 
out, plus totals of gas consumed 
and money. 

An unexpected bonus that came 
with the machine was the change 
in the office girls’ attitudes. 

“Now,” relates Don Feeley, of- 
fice manager at Montgomeryville, 
“the girls don’t have to worry 
about mistakes. It’s a big relief 
for them. They’re happier in their 
jobs and are actually intrigued by 
the machine.” 

Next to the dispatcher’s desk 
is another piece of automation 
equipment. There is a Revo-file. 
Made by Mosler Safe Co., it con- 
tains three wheel-like drums that 
hold all the customers’ file cards 
as “spokes.” When a customer 
telephones to inquire about his 
service, dispatcher Dean Garrett 
merely pushes an alphabetical in- 
dexing button on the Revo-File. 
The wheel spins automatically 
and stops at the customer’s file 
card. 

“This is a big thing in customer 
relations,” Schroeder asserts. 
‘There’s no keeping the customer 
waiting on the phone while we go 
through drawer files for his rec- 
ord. Now we just push a button 
and there it is right in front of 
us—in a matter of seconds. The 
forms for the file are printed by 
Suburban Propane’s Print Shop. 
They contain the complete history 
of the customer from the original 
gas service agreement and list of 
appliances to a map of his area. 

Two other automation-type ma- 
chines, an addressograph and a 
Pitney-Bowes mailing machine, 
are also used in the office. 

Such equipment enables the 
nine-member office staff and the 
29 other employees to serve a 50- 
mile-radius area. More than 10,- 
000 homes are _ serviced with 
either metered or 100 lb cylinder 
changeover systems. The district 
also has industrial, commercial, 
wholesale, and motor fuel custom- 
ers. A 24-man production team 
keeps nine trucks delivering from 
four 18,000 gal. storage tanks be- 
hind the office. & 





This bank of Revo-Files enables one dispatcher to handle the records of 15,000 


customers. 


Revo-File in 40 more offices 


AFTER trying Revo-File in 
one office, Suburban Propane 
Gas Corp. was so well satisfied, 
that it ordered enough units to 
equip 40 more offices. 

Suburban’s new dispatch filing 
system—with the Revo-File as 
the backbone—has been called 
“the greatest improvement in of- 
fice methods since machine bill- 
ing,” by Ruth L. Swenson, who 
is in charge of Suburban’s office 
equipment purchasing. 

Made by Mosler Safe Co., the 
electrically-operated rotary card 
files enable one person to effi- 
ciently handle all filing and post- 
ing for up to 15,000 customers. 
The cards rotate in front of the 
operator in an easy-to-see posi- 
tion and automatically open into 
a visual “V.” This assures quick, 
easy references and signals the 
refiling location. 

Prior to installing Revo-File, 
the dispatcher getting a service 
call had to leave his desk and 
walk to a bank of conventional 
filing cabinets to secure the 
caller’s file folder. While the 
search went on, the customer 


waited for as long as three min- 
utes. This caused irritation and 
added expense in the case of toll 
calls. Since a form was added 
to the customer file after each 
service call, the files reached 
formidable proportions, causing 
Suburban to look for a new sys- 
tem. 

The company expects. the 
Revo-Files to pay for themselves 
in 18 1aonths. Savings have al- 
ready been greater than antici- 
pated. 

The new files enabled Subur- 
ban to get rid of hundreds of 
standard files, each of which re- 
quired 3 sq ft of floor space, 
estimated to cost $3 to $5 per 
year per square foot. 

A great saving in clerical time 
was achieved by the specially 
designed card, which can be 
used for seven service calls. Be- 
cause this card contains all pos- 
sibly-needed information, it also 
saves time for servicemen and 
salesmen. And, files of custom- 
ers transferring from one dis- 
trict to another are interchange- 
able, a further saving. 











ON BEAIRD 


Compare Beaird LP-Gas systems with all others and you will find the important 
quality differences. Only Beaird offers so many advantages to both dealer and 
customer. 


FOR THE DEALER 


There is Jet Filling to speed up deliveries . .. Thermo-Vacuum dehydration . . . Moisture- 
Free system to end freeze-up service calls...top quality fittings for long trouble-free 
operation ... unbroken record of safety... hard hitting merchandising aids . . . stocking 
points that lower inventory costs... long term financing. 


FOR THE CUSTOMER 
There is Beaird’s written guarantee. Dependable, uniform gas service... attractive 
weather-weld enamel finish... safe liquid withdrawal valve ...easy to read float gauge 


...locking dome to prevent tampering... quality controlled construction for long 
trouble-free service. 


Give yourself and your customer a better deal in '59 as a Beaird LP-Gas System Dealer. 
Write today for new illustrated brochure. 


THE J. B. BEAIRD COMPANY, INC. 
A Subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana 

Clinton, lowa 


Stockton, California 

















You can 


Profit Plan Finance 








all Beaird equipment 


Beaird will help design effective “Metered Gas” pro- 
grams on long term financing. Customer lease or time 
payment programs are also available. Up to five full 
years to pay. 


Beaird will put in needed storage tanks or storage plants 
ready-to-operate with pumps, compressors, truck and 
rail risers, and all necessary equipment. And it can all 
be financed on long terms with a Beaird “Profit Plan”. 
From one to five years to pay. 


Beaird packaged filling stations can be installed now to 
help increase summer sales. Both truck stop highway 
locations and commercial and industrial stations can be 
financed with a Beaird “Profit Plan’. Up to five full 
years to pay. 


Beaird transports in new high tensile T-1 or A202-B 
steels can be added now to save you on transportation 
costs. You can pay for them while they make you 
money with a long term Beaird “Profit Plan”. Up to 
three full years to pay. 


Start a Beaird “Profit Plan” right now. Call your Beaird representative or write any Beaird plant today... 
for a “Profit Plan” tailored to fit your business future. 


Give Beaird the opportunity to say Yes to your financial needs. 


THE J. B. BEAIRD COMPANY, INC. 


A Subsidiary of American Machine & Foundry Company 
Shreveport, Louisiana 


BEAIRD INTERNATIONAL, INC. 


Sales Offices: Calgary, Alberta, Canada 


Stockton, California 


SHREVEPORT, LOUISIANA 
— Caracas, Venezuela 
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Petrolane to inaugurate barge shipments 
to slash distribution costs in Alaska 


An ambitious expansion plan, 
aimed at slashing distribution costs 
to and throughout Alaska and more 
than doubling deliveries within a 
space of a few months, has been 
announced by Petrolane Gas Ser- 
vice Inc., Long Beach, Calif. 

Scheduled to be in operation by 
early October, the new-type ser- 
vice will utilize 120,000-gal. capac- 
ity barges, a pipeline, and tank car 
delivery from large-capacity stor- 
age facilities at the Alaska ter- 
minal. Heretofore, shipments have 
been made by boat, in cylinders and 
1000-gal. tanks. 

The barge service has been in 
the planning and design stages 
since Petrolane purchased Calor 
Northwest Gas Service, less than 
a year ago. A year earlier, Calor 
had acquired the Alaska distribu- 
tion system from Liquefied Gas 
Corp. of Seattle. Liquefied Gas had 
started shipments to Alaska short- 


These four railroad tank cars filled with L. P. gas have been shipped by barge to the port 


ly before World War II, with dis- 
tribution to about 25 communities. 
Many of the dealers handled LPG 
as a sideline. 

Cylinders and 1000-gal. tanks 
were individually filled at the Liq- 
uefied Gas plant in Seattle, trucked 
to docks, and loaded with general 
cargo on ships bound for Alaska. 
Many unloading stops were made 
en route to the rail terminal at 
Seward. Here, the remaining skid 
tanks and cylinders were crane- 
loaded on flatcars for rail shipment 
to main distribution points between 
Seward and Fairbanks. 

Handling methods varied among 
the various dealers there. In An- 
chorage, Anchorage Liquefied Gas, 
Alaska’s largest dealer, pumped the 
gas from each of the 1000-gal. 
tanks into his own storage facili- 
ties, then into trucks for delivery 
to customers. On the other hand, 
Alaska Propane Co. at Fairbanks 





of Seward, where they will be in regular service transporting L. P. gas to Petrolane's Alaska 
dealers. Petrolane plans to have a total of six tank cars in permanent service in the near 


future. 
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hauled most of the tanks direct to 
customers; the propane in the re- 
maining tanks was pumped into 
reserve storage. 

Anchorage Liquefied Gas was 
distributing about half the gas 
shipped into Alaska, Alaska Pro- 
pane about one-fourth. 

These numerous handlings ran 
the cost of LPG up to 60 and 70 
cents per gal., automatically re- 
stricting its domestic use to cook- 
ing and water heating. 

Petrolane’s cost-lowering plans 
start at the General Petroleum re- 
finery in Ferndale in the Puget 
Sound area. From here, under long- 
term contract, LPG will be piped 
direct to a Puget Sound Alaska 
Van Line barge through an 8000- 
ft, 4-in. line with a 25,000 gal.-per- 
hour loading capacity. 

The barge, measuring 270 x 70 
ft, is being fitted out with four 
permanently mounted 30,000-gal. 
tanks, ICC- and Coast Guard-ap- 
proved. 

The trip to Seward, a year- 
around port, will be made in seven 
days. At Seward, the propane will 
be pumped directly into Petrolane’s 
big, new storage facilities. 

The terminal was designed by 
Lang Tank Co., Salt Lake City, 
and was built under supervision of 
A. F. Thompson, Petrolane tank 
farm construction engineer. Three 
30,000-gal. tanks are presently be- 
ing installed. Four 10,000-gal. 
railroad tank cars, which can be 
loaded directly from the barge, will 
give supplemental storage. 

Within the next few months, de- 
mand in Alaska is expected to 
increase to three-quarters of a mil- 
lion gal. a month. Then, two addi- 
tional barges will be needed, as 
well as two additional 30,000-gal. 
storage tanks and two more dock- 
side railroad cars. These tank cars 
will be used to carry regular ship- 
ments the year around to main dis- 
tribution points. The demand is 
expected to eventually increase to 
two million gal. per month. 

Petrolane has contracted to take 
all of GP’s Ferndale propane pro- 
duction, in excess of 1 million gal. 
per month. Additional needs can 
be fulfilled by Shell and Texaco 
refineries 20 miles away. 

Petrolane Alaska Gas Service, 
with headquarters in Seattle, is 
managed by Howard Jackson, for- 
merly in charge of export for both 
Liquefied Gas Corp. and Calor Gas 
Service. Initial planning and de- 
velopment of the barge distribu- 
tion system were directed by Petro- 
lane’s Executive Vice President, 
Leonard Andrews. 
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Texas Eastern cuts price of shipping LPG 
via the Little Big Inch Pipeline 


Texas Eastern Transmission 
Corp. has reduced the cost of ship- 
ping L. P. gases via the Little Big 
Inch Pipeline by about 20 per 
cent. 

A new tariff filed with the Inter- 
state Commerce Commission by the 
company’s Little Big Inch division 
makes the reduction possible, Texas 
Eastern said. 

The Little Big Inch Pipeline will 
deliver specification propane to the 
company’s Todhunter terminal near 
Middletown, Ohio, for 66 cents a 
bbl. The previous charge was 82 
cents a bbl, consisting of 56 cents 
for the transportation and 26 cents 
for refractionation to restore the 
material to commercial specifica- 
tions. 

The Little Big Inch division also 
has facilities at Todhunter Termi- 
nal for dehydrating the propane 
and loading it on tank trucks and 
rail cars. The charge for this ser- 
vice is 8 cents per bbl and is kept 
separate because some shippers will 
have their own caverns and will 


not require the dehydration or load- 
ing services. 

Millard K. Neptune, senior vice 
president of Texas Eastern in 
charge of the Little Big Inch, said 
new facilities at the Todhunter ter- 
minal would handle 1.6 million gal. 
of propane a day. Three under- 
ground caverns of over 20 million 
gal. capacity have just been com- 
pleted and two others of over 15 
million gal, capacity will be ready 
for use before the commencement 
of the heavy propane season. 

Neptune pointed out that the 
next big step in the development of 
Little Big Inch LPG facilities will 
be the completion at Mont Belvieu 
Terminal, near Houston, of two 
underground cavities for the ac- 
cumulation and off-season storage 
of LPG for transportation through 
the pipeline. The storage charge 
will be 6 cents per bbl for the first 
60 days and 1 cent per bbl for each 
additional 10 days. The first will be 
available by October 1 and the 
other by the end of this year. 





New fabrication company 
formed on the West Coast 


A new com- Tae 
pany, which will 
design and fab- 
ricate transpor- 
tation and stor- 
age equipment 
for the truck- 
ing, L. P. gas, 
cryogenic, and 
compressed gas 
industries has 
been formed on 
the west coast 
by Casey Jarvis. Jarco Engineer- 
ing will be headquartered in Co- 
rona del Mar, Calif. 

Jarvis was formerly sales man- 
ager for Superior Tank & Con- 
struction Co., where he started its 
Transport Tank division in 1947. 

In 1953, Jarvis initiated and co- 
ordinated the national sales dis- 
tribution of L. P. gas trailers 
with the Fruehauf Trailer Co. 
This resulted in the introduction 
of the first single barrel integral 
propane trailers east of the Rocky 
Mountains. 

Through Jarco, Jarvis plans to 
apply advanced methods in the 
handling of compressed gases to 
insure greater safety and profit 
for the operator. 





Casey Jarvis 
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LPG stocks increase, 
production constant 


The daily average production 
of liquefied gases in April at re- 
fineries was 8 million gal., the 
same as March 1959, according to 
the Bureau of Mines, United 
States Department of the Inte- 
rior. 

The daily average demand for 
liquefied gases for fuel and chem- 
ical uses decreased 8 per cent 
during April. 

Stocks of liquefied gases totaled 
717 million gal., 236 million gal. 
above a year ago. 

Underground stocks totaled 510 
million gal., an increase of 135 
million gal. during April 1959. 


AGA heating controls 
service manual available 


Availability of a handbook for 
servicing of controls on gas central 
heating equipment and space heat- 
ers has been announced by the 
AGA. 

Entitled “AGA Gas Heating Con- 
trols Service Manual,” it combines 
in one volume service instructions 
for the various makes and models 
of gas heating equipment controls 
in general use. It is designed for 
anyone concerned with adjusting, 


maintaining or repairing house- 
heating equipment. 

Current plans call for the manual 
to be kept up-to-date with a period- 
ical supplement supplied on a sub- 
scription basis. Subscriptions will 
run for three years, with supple- 
ments three times yearly beginning 
in January 1960. 

Price of the manual without sup- 
plement service is $5.50 per copy. 
Subscriptions for the three year 
supplement service are $4.00 each. 
Prices are postage prepaid. 

The manuals should be ordered 
by exact title from: Order Depart- 
ment, American Gas Association, 
420 Lexington Ave., New York 17, 
N. Y. 


Small Marketers Aids 
is now a single volume 


Thirteen of the Small Business 
Administration’s previously pub- 
lished Small Marketers Aids have 
been compiled into a single per- 
manent volume of practical in- 
formation to small retail, whole- 
sale, and service firms. 

Small Marketers Aids: Annual 
Number 1 can be purchased from 
the Superintendent of Documents, 
Government Printing Office, 
Washington 25, D. C., for 45 cents 
a copy. 

Topics discussed include: “At- 
tracting Customers to Your Small 
Store,” “Basic Stock Control for 
Small Stores,” “Building Sound 
Credit Policies for Small Stores,” 
“Records Management in Smaller 
Stores,” “Competitive Tactics for 
Small Wholesalers,” and “Diver- 
sification for Small Marketers.” 


GAMA praises FHA 
on its 25th birthday 


On the Federal Housing Ad- 
ministration’s 25th birthday, the 
gas appliance industry com- 
mended it for its “many tangible 
contributions to the progress of 
the housing industry, good living, 
better health, and community de- 
velopment.” 

In a wire addressed to FHA 
Commissioner Julian H. Zimmer- 
man GAMA said that “American 
homes now use more than 104 
million units of gas-burning 
equipment. Shipping figures to 
date indicate 2.1 million more gas 
ranges will be bought this year, 
1.1 million more homes will adopt 
gas for central heating, 3 million 
more gas water heaters will be 
installed, and millions more will 
adopt the other four major uses 
of gas in the home.” 
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Beauty of Convenience : 
New TOP-O-MATIC 


Beauty That Lasts 


20 year guarantee on oa 
by heat chamber. Lifetime 
: guarantee on burner. 


Beauty of Comfort 


-“Jet-Stream Heat Flow 
At Floor Level” 


Beauty, Quality, and 

Performance That = 

Mean Easier Sales and 
Greater Profits. ap 





America’s: Most 
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Seautiful 


Gas Heaters! 





Ro grees 


Warm Mornin 
GAS WEATERS 


Write for Full Color Catalog 
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White Products builds 
water heater plant 


Lamb Industries announces 
plans for immediate erection of a 
complete new water heater plant 
at Meridian, Miss., according to 
Edward Lamb, chairman of the 
board. 

A. L. Mitchell, president, and 
H. Willard Burroughs, vice presi- 
dent of White Products Corp., 
were present at the ground break- 
ing ceremonies held on June 20. 

The plant will occupy 30,000 sq 
ft and will be expanded to 150,000 
sq ft to include complete glass- 
lining facilities. 

White’s complete line of gas 
heaters, from 20 to 100 gal. sizes, 
will be produced in the new plant. 


Robertshaw to build plant 
in Sao Paulo, Brazil 


An appliance controls plant will 
be built in suburban Sao Paulo, 
Brazil, by a newly-formed subsidi- 
ary of Robertshaw-Fulton Controls 
Co. 

The subsidiary will make avail- 
able the company’s automatic ther- 
mostatic controls to the growing 
number of appliance manufacturers 
in Brazil. It will be called Robert- 
shaw-Fulton Controls do Brazil 
S/A Industria E. Comercio, and 
will be owned by Robertshaw and 
several Brazilian firms. 

General manager will be Anthony 
A. DeStefano, who has been with 
the company’s Thermostat division 
for eight years. 

Construction of the new facility 
will begin immediately. First pro- 
duction is scheduled for early 1960. 








AHLMA's consumer survey reveals 
new home laundering habits 


The day when home launder- 
ing becomes a part of daily 
housekeeping seems well on the 
way to reality, judging from 
current homemaker laundering 
habits. This was brought out 
in a recent survey of laundry 
appliance users made by the 
American Home Laundry Man- 
ufacturers’ Association. 

Nearly 90 per cent of home- 
makers responding to the gsur- 
vey indicated they wash on two 
or more days per week. Over 
20 per cent use their home 
laundry equipment as much as 
six or even seven days per 
week! The average is four 
days. 

The survey revealed that 
homemakers wash more often 
when they have the conve- 
nience of automatic equipment, 
with some users washing over 
20 loads per week! About 25 
per cent reported they do more 
than 10 loads. Another 25 per 
cent do less than five loads 
weekly. Eight loads per week 
is average, bearing out the 
daily housekeeping theory of 
laundering. 

Over 95 per cent of the users 
reported that it was easy to 
understand how to operate 
their new home laundry appli- 
ances, and 81 per cent said 
they use all the features on 
their appliances. 

Seventy-three per cent of all 


dryer owners and 72 per cent 
of all washer owners never use 
a commercial laundry. Less 
than 1 per cent regularly use 
a commercial laundry for most 
items. 

Combination washer - dryers 
are leading the exodus from 
the basement, the report indi- 
cates, with only 19 per cent lo- 
cated there. Most popular in- 
stallation area is the kitchen, 
with 38 per cent. An additional 
42 per cent are in a first floor 
laundry, utility room, or some 
other miscellaneous location. 

The largest number of auto- 
matic washers, 37 per cent, are 
still in the basement, but the 
kitchen is a close second with 
27 per cent. Forty per cent of 
dryers are installed in the 
basement. Despite the number 
of appliances still below 
ground level, approximately 70 
per cent would prefer a first 
floor kitchen, laundry, or util- 
ity room location. 

The survey further indicated 
that 44 per cent of automatic 
washer owners already own an 
automatic clothes dryer, an ad- 
ditional 34 per cent intend to 
buy a dryer, and 91 per cent of 
dryer owners already own an 
automatic washer. About 10 
per cent of present automatic 
washer owners plan to buy a 
combination washer-dryer in 
the near future. 








YY be on a ae : 3 
One hundred and thirty-five people attended the 1959 Green’s Fuel Annual Dis- 
tributors’ Convention, the 27th in the series. This year it was held at the 
Cloister, Sea Island, Ga., on June 8-9. At the speakers’ table (left to right) are 
Mrs. W. P. Wyrick; O. M. Bailey, vice president, Texas Natural Gasoline Corp.; 
Mrs. John T. Oxley; Warren Foster, Coca-Cola Co.; K. H. Koach, president, 
Green’s Fuel Inc.; Mrs. Koach; J. T. Oxley, president, Texas Natural Gasoline 
Corp.; Mrs. Bailey; S. P. Wyrick, treasurer, Texas Natural Gasoline Corp., and 


Mrs. Frank M. Engle. 
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Fisher appoints exclusive 
Canadian distributor 


James Petroleum Equipment 
Ltd., Calgary, Alta., Canada, has 
been appointed exclusive distrib- 
utors of Fisher Governor Co.’s 
LPG equipment line. James will 
represent Fisher in the provinces 
of Manitoba, Ontario, Quebec, 
Nova Scotia, New Brunswick, 
Prince Edward Island, and New- 
foundland. This is in addition to 
the territory previously served 
for Fisher, Saskatchewan, Al- 
berta and British Columbia. 

Harry Storr will be at the Hamil- 
ton branch as manager of Eastern 
operations and will cover ac- 
counts in Ontario. Robert Maison- 
ville will be an additional sales 
representative for Ontario, and 
Adrien Tessier in Quebec and the 
Maritime provinces. 
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“We definitely improved our pumping efficiency and 
delivery rate with the new C168” 


Says Mr. Gene Schrage, Vice President and 
General Manager of Thermogas Company, Allison, lowa 


Te, y toe & 


\\% 


egies 


Mr. Schrage reports a remarkable record of delivery after 
the Fisher C168 internal safety control valve had been installed 
on his delivery equipment. One of his drivers made seven 
stops, delivering a total of 1,485 gallons of LP Gas in a two 
hour period of time. These two hours included the traveling 
time between stops. The average rate of delivery was calculated 
at 82 gallons per minute from the C168, 


What the C166 series will do for you 


The Fisher C168 is one of the C166 series which provides a 
quick closing internal primary shut off valve with integral 
excess flow check and strainer. This series will give you excess 
flow valve protection plus gas-tight shut off. They are 
especially designed for use in ASME containers (truck, 
semi-trailer, or trailer mounted tank). The C166 series can C166 SERIES 
also be used as a filling valve with all hazards of opening 


a valve to an open line eliminated. Outlet 
Connection Connections 


The C166 series will speed up your LP Gas delivery rate in - > FNPT 
amounts comparable to those experienced by Mr. Schrage 
and Thermogas. We urge you to write today for complete 
information about this outstanding new development in LP 
Gas Controls. 
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News Notes 





Lower truck rates are proposed 
for carrying liquefied petroleum 
gas from the Texas Natural Gaso- 
line Corp. plant in Wibaux Coun- 
ty, Mont., to Forsyth, Jordan and 
Miles City, Mont. If there was no 
protest, the Montana Railroad 
Commission was to accept the new 
rates, effective July 29. 


A new $425,000 glass-lining fa- 
cility has been added by the Tank 
division of Scaife Co., Oakmont 


(Pittsburgh), Pa. Maurice Park- 
er, chairman of the board and 
president, estimated that a pro- 
duction capacity potential of al- 
most $5 million yearly had been 
added. He pointed out that Scaife 
could now offer its customers a 
complete line of tanks. 


Field representatives from 14 
U. S. cities and Toronto, Ontario, 
Canada, have completed General 
Controls Co.’s annual heating con- 
trols training course in the firm’s 
home office in Glendale, Calif. 
Robert L. Farmer, manager of 
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Saul Magic Chef 


gas space heaters! 


MagiCarpet Heat spreads from both sides os welll os 
the front of the heater —fills every corner of the room 


wall-to-wall 


It's “3-dimensional" warmth and it's exclusive! 


OLD STYLE HEAT LEAVES COLD ZONES 


Profits come BIGGER and faster! 


an exclusive feature to sell . . . a great name to help you selll it. 


GET AN EARLY START — MAIL COUPON TODAY! 


| WONDER WARM CO. © 4101 Charlotte Ave. © P.0.Box 1184 © DEPT. BP © Nashville, Tenn. [ 


| | would like to have, without obligation, more information about the exclusive ‘'3-D"' heat 


| feature and the profit story of Magic Chef WONDER WARM space heaters. 
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product training and services, su- 
pervised course instruction. He 
was assisted by Jack Wolff and 
Hugh Cameron, heating division 
managers. 


Paul A. Downs Sr., 51, died un- 
expectedly of a heart attack on 
July 8. He was the manager of 
Tobin’s Furniture & Butane Gas 
Co. and a past director of the 
Arkansas LPGA. Survivors in- 
clude his wife, two sons, one 
brother and a stepfather. 


A salt manufacturing plant, 
which will result in deep under- 
ground storage cavities for L. P. 
gas, will be built near Williston, 
N. D. Construction of the plant 
will start immediately at an esti- 
mated cost of $1.75 million. Da- 
kota Salt & Chemical Co. will per- 
mit use of the storage on a fee 
basis by any U. S. or Canadian oil 
company. A capacity of 2 million 
bbl is expected within 5 to 8 years. 
The plant is to be in operation by 
May 1960. 


The appointment of Paul Wag- 
oner as director of sales of the 
Thermogas Co.’s 30 plants in 
Iowa, Wisconsin and Illinois, has 
been announced. Prior to joining 
Thermogas, Wagoner was associ- 
ated with the Gas Service Co. as 
domestic sales manager of the 
Wichita division and as territory 
sales manager of its plant in 
Warrensburg, Mo. 


Allan A. Rowan-Legg, presi- 
dent of Superior Propane Ltd., 
has announced the purchase by 
Superior of Nakash Propane at 
Thetford Mines, Quebec. This 
purchase involves several hun- 
dred customers, cylinders and 
regulators. The former customers 
of Nakash Propane Ltd. will be 
serviced by Superior through 
Maurice Grenier, a Superior dis- 
tributor in Thetford Mines. 


Arizona’s newly-activated Oil & 
Gas Conservation Commission held 
its organiization meeting recently 
and formally received all state files 
and records. The new act trans- 
ferred from the land commissioner 
to the new commission all duties 
and regulations relating to petro- 
leum and gas matters. The commis- 
sion also accepted existing rules 
and regulations governing oil and 
gas exploration and related activi- 
ties. It has the authority to change 
these regulations whenever the 
need arises. 
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Now MASTER TANKS 


Now, all domestic tanks produced by Master 
Tank & Welding, Dallas, Texas, and Quincy, 
Illinois, will feature a new Multi-Valve® with 
a separate fill valve. This allows a much faster 
filling rate than any current Multi-Valve®. 


This system utilizes splash filling, which creates 
a refrigerated condition and reduces the vapor 
pressure. Then tank can be filled without using 
a vapor return hose. Also, the direct flow on the 
separate fill valve cuts friction to a minimum 


MASTERPIECES OF 
STEEL FABRICATION 


2000 S. Front St. 
P. O. Box 5146 


TANK TRUCKS 


are filled 


LUE 


Master Tanks keep pace 
with larger pumping 
equipment now 

used on propane 
delivery 


trucks 


and reduces the strain on the truck pump. 
Rego engineers, in conjunction with Master 
engineers, have designed this new Multi-Valve® 
for the exclusive use of Master Tank & Welding. 
It cuts the time of each delivery stop and in- 
creases the number of calls each truck can make 
in a day. All this adds up to greater PROFITS. 
Another improvement has been to add a 
check lock to the bottom of the tank for 
liquid withdrawal. 


¢ Quincy, Illinois * BAldwin 3-5014 
* Dallas, Texas ¢ Riverside 7-2441 


DOMESTIC 
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and Anhyd A $6 million natural gas extrac- 


tion plant near Kemmerer, Wyo., 
dedicated July 16, will have a 
daily production of 122,000 gal. of 
propane, 83,000 gal. butane and 
62,000 gal. natural gasolines. Stor- 
age has been provided at the plant 
site for 860,000 gal. in 13 hori- 
zontal tanks. 


Aeroquip Corp. announced re- 
cently that a record $2.4 million 
capital expenditure program, pro- 
viding a total of 140,000 sq ft of 
working area, has been scheduled 
for the next 18 months. The six 
major projects included in the ex- 
pansion program are in Jackson, 
Mich.; Van Wert, Ohio; and Los 
Angeles. 


= Iino Heavy Industries Co., To- 

- BB ss Se kyo, says it has received several 
PASLEY-DESIGNED Truck ie: Reo inquiries from Japanese petro- 
Tanks (see above and right) ; chemical makers for construction 


of L. P. gas plants under a tech- 
were first to feature all nical contract it signed last April 


controls from one location. { with Thiers Engineering Co. Un- 
All operation is from one — der the contract, the U. S. com- 
. pany will provide the Japanese 
point—rear compartment. " nd aa eS firm with licensing rights and 
. technical assistance on the proc- 

essing, storage, and shipping of 
L. P. gas. Thiers will design the 
production facilities for Iino, which 


BULK PLANTS Pasley LPG and eve dl — for the patent 
Ammonia type installations —a 

turnkey job or engineering for 
your own installation. Write, wire 
or call. 























Also a complete line of accessory 
equipment. 














COLOR—The Modern Trend! 


"Pastels By Pasley” Bring your LPG Equipment up to 


date. Available in the following 
colors . . . (write for information) 


Blush Peach Smoky Grey 
Sunshine Yellow Seafoam Blue 
Mustard Lime Wedgewood Green 
Eureka Orchid Rose Beige 
Lake Blue Desert Rose Modern Fuels Inc.’s rocket sign is 
apparently ready to blast off. The 


| basic piece for the sign is a 1000 gal. 
6-in.-high base. Four “fins,” made of 
; 1 in. lumber, form the “tail” of the 
The Pasley Mfg. & Dist. Co. rocket. Four more fins near the nose 
complete the illusion. A 2-in. metal 
pipe protrudes from the top, extends 
[RGF ast 110m street » Kansas city, Mors Tel. Victor 2-2369) | 15 ft into the Garwood, Texas, air. 
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POWELL LPG VALVES 





Look to the leader — POWELL —- for 
LPG Valves designed and engineered 
to safely and satisfactorily 
handle liquid or gaseous Butane, 
Propane, and other Hydrocarbons. 


One of their many Powell advan— 
tages——the trim and internal 
working parts of all the valves 
are eaSily and quickly renewable. 


Powell LPG Valves are available 
in Globe, Angle, Gate and Check 
Patterns in both bronze and steel. 


For all your industry's flow 
control requirements——Powell has 
the right valves. Call your local 
Powell distributor...or write 

us. We'll solve all your valve 
problems! 


THE WM. POWELL COMPANY 
Dependable Valves Since 1846 
Cincinnati 22, Ohio 


Fig. 8102--Bronze L.P.G. 
Globe Valve (Sectional) 
for 400 lbs. WOG. Union 
bonnet, special compo— 
sition disc, screwed—in 
seat rings. 


(Listed by Underwriters' Laboratories, Inc.) | 


' 


POWELL...world’s largest family of valves) 
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American Bosch Arma 
buys Ensign Carburetor 


Ensign Carburetor Co., Fuller- 
ton, Calif., acquired by American 
Bosch Arma Corp., will be oper- 
ated as a wholly-owned subsidi- 
ary of the parent corporation, it 
is announced by Charles W. Per- 
elle, president, American Bosch 
Arma. 

Acquisition of Ensign is re- 
garded as a valuable expansion of 
American Bosch Arma’s product 
line, especially since Ensign prod- 
ucts tie in very closely with fuel 








“SAFETY IS EVERYBODY'S BUSINESS" 


Copies of the widely-hailed safety training program for the L. P. 
gas industry, “Safety is Everybody’s Business,” written by the late 
editor of BUTANE-PROPANE News, Carl Abell, are available at 
$1.25 for single copies or $1.00 per copy in quantities of ten or 
more. This is just one-half the original selling price. 

The booklet is in 23 parts, each part containing a lesson, a sug- 
gested meeting program, and a discussion guide. It is written for 
practical use, and is profusely illustrated. 

Contact Mrs. Carl Abell, 1521 Ridgeway Drive, Glendale 2, Calif. 








injection equipment, industrial 
accumulators, hydraulic cranking 
systems, and other products man- 





better than 
an apple 


a day... 


. because the Visible gauge helps 
mothers all over the world keep the doctor away from 


their door... 


helps keep their families secure and 


healthy, no matter what the weather. When the homemaker 
checks the Visible gauge, she knows she'll have hot water 
aplenty for sterilized-clean dishes and clothes .. . 


heat to prepare hot meals... . 


comfort and health. 


warmth for her family's 


All kinds of people everywhere—from the taxi driver in 
Jersey City to the poultryman near Little Rock—have 
placed their trust in Visible, because Visible means 
years of accurate, dependable performance . . . 
performance that has made the Taylor Visible 
gauge the largest-selling LPG and NH3 float 


gauge in the world ... 


= 
SQUIBB. 


1213 SOUTH 


AKARD id 


the ‘Standard of the Industry." 


TAYLOR 


INCORPORATED 
DALLAS 








ufactured by the American Bosch 
division at Springfield, Mass. 

Many of the dealers and dis- 
tributors in the sales and service 
organization handle the products 
of both companies. In addition to 
the dealer and distributor organi- 
zation, Ensign maintains a ware- 
house and assembly plant in Chi- 
cago to service equipment manu- 
facturers. 


LPG quota hike seen by 
National Propane's head 


Import controls, which curb com- 
panies from bringing L. P. gas into 
the U. S., will be liberalized. This 
belief was recently expressed by 
Harry N. Forman, president of Na- 
tional Propane Corp. 

Relaxed controls would allow Na- 
tional Propane to import propane 
from Venezuela. Forman said: “If 
the method of shipping refriger- 
ated liquid gas by ocean tanker 
proves economically successful, new 
markets should open up and make 
LPG competitive with other fuel 
oils where it now is at a price dis- 
advantage.” 


Welbilt to acquire 
Wedgewood-Holly 


Welbilt Corp.’s Board Chair- 
man, Alexander P. Hirsch, has 
announced that Welbilt had en- 
tered into a contract to acquire 
the Wedgewood-Holly Corp. 

Hirsch stated that Welbilt had 
agreed to acquire all of the out- 
standing stock of Wedgewood- 
Holly and that the deal did not in- 
volve the issuance of any Welbilt 
stock. He stated further that the 
Wedgewood-Holly acquisition was 
one of many acquisitions the com- 
pany expected to announce in the 
next 12 months as part of a pro- 
gram of product diversification 
and market expansion. 

He pointed out that in 1958 
Wedgewood-Holly had sales of 
about $8 million and that as a re- 
sult of the purchase by Welbilt, 
Wedgewood-Holly’s sales for 1959 
should amount to $10 million. 
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ONLY CORKEN 


Builds a Pump for 
Every LPG Pumping Job 


MODEL 290-107 


MODEL C-10 


See your nearby Corken Distributor 
For the Pump to fit your exact needs 


For loading and unloading tank cars and transports, quickly and efficiently with 
complete recovery of vapor, there’s the #290-107 “dry-cylinder” compressor. A tre- 
mendous “first for Corken’s—and you. It can’t contaminate your product with oil. 
The crankcase is separate from the compressor-cylinder Smooth running, and builds 
better compression too. 


For bulk plant transfer duty, the big #1001-103 or the smaller #501-103 Coro-Vanes 
perform quietly with surprising speed. They just can't be beat for performance and 
durability. 


The #1002 and #502 Coro-Vanes for transport and delivery truck service are the 
sweetest running pumps on wheels. You don’t throw them away or exchange them. 
Parts that do finally wear can be replaced economically and easily—on location, 
without disturbing piping. 


For filling cylinders and motor fuel tanks there’s the Coro-Flo series. The Coro-Flo is 
a turbine type pump with only one moving part—the impeller It gets the job done 
quickly, efficiently and silently 


There's nothing else like a Corken, and never has been. No other pump at any price, 
has so many features of practical value to the owner! 


THERE'S A CORKEN DISTRIBUTOR NEAR YOU. 


CORKEN’S INC. 1062 ° PH. FO 5-5517 


CITY, OKLA. U.S.A. 


SEPTEMBER, 1959 











News Notes 





Reginald G. Samworth, vice 
president and general sales man- 
ager of Superior Propane Ltd., 
has announced the purchase by 
Superior of Kenebec Propane Ltd. 

Kenebec has bulk plants in 
Quebec City and LaMalbaie. The 
purchase involves these plants 
and customers previously ser- 
viced by Kenebec. 


Lundgren Motor Repair Co., 
Garden City, Kansas, has been ap- 
pointed a central service distribu- 
tor by Century Gas Equipment, 
Marvel-Schebler Products divi- 
sion, Borg-Warner Corp. Lund- 
gren will institute a general field 
training program on L. P. gas 
carburetion in close coordination 
with Century. Lee Ballinger will 
be in charge of Lundgren’s LPG 
carburetion sales. 


A $950,000 expansion at the Ef- 
fingham, Ill., range and home 
laundry plant was announced re- 
cently by the Norge division of 
Borg-Warner Corp. The new ad- 
dition, measuring 139,250 sq ft, 
will add 33 per cent to available 


manufacturing and assembly floor 
space, is scheduled for completion 
in December 1959. 


Miss Etta Thomas, secretary- 
treasurer of the Crutcher Sales 
Co., Louisville, Ky., distributors 
of “Pyrofax” gas, retired June 25 
after 33 years with the L. P. gas 
business. She is one of the few 
women holders of the 25-year 
service pin awarded by “Pyrofax” 
Gas Co. of New York. 


Rheem Manufacturing Co., 
Laars-Engineers and All Ameri- 
can Metal Products Co., Inc., have 
been elected members in the Gas 
Boiler division of the Gas Appli- 
ance Manufacturers Association. 
The three firms are GAMA mem- 
bers of long standing. 


The Bessemer Gas & Appliance 
Co., Bessemer, Ala., recently 
opened a downtown sales office at 
2013 Second Ave. At a grand 
opening celebration, drawings for 
prizes of a gas range and a 62- 
piece set of silver were made. 
During the opening and for ten 
days following the celebration, 
special low prices and high trade- 
ins were featured. 





Sell 600 Ibs. 
LP-gas/year 





Automatic LP Gas 


STOCK TANK HEATER 
You sell more than an automatic stock 
tank heater when you sell Johnson. 
You sell an average of 600 Ibs. of LP- 


Gas per heater per year. The dependable, 
weather-proof Johnson Stock Tank 
Heater is easy to sell, too. 


Cattlemen and dairymer know their stock 
do better, profit more, when their water 
is at a drinkable 48°. And the Johnson 
Stock Tank Heater maintains that tem- 
perature in the coldest weather. It’s safe, 
efficient and very easy to install. Profit 


twice with the Johnson Stock Tank Heater. 
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Write for catalog of 
Johnson's complete 
water heating line. 


JOHNSON GAS 


APPLIANCE CO. 
597 E Ave. W. W. 
Cedar Rapids, lowa 





| 
i 
t 
i 
i 
ay 








if it burns gas () look to Johnson 
Since 1901 








Sun Oil starts propylene 
producing unit 


Construction has started on a $2 
million unit to produce propylene 
at Sun Oil Co.’s Marcus Hook (Pa.) 
refinery. 

The new plant is scheduled to go 
‘on steam” by the end of 1959 and 
is designed to produce 120 million 
Ib of propylene a year with a purity 
of 99 per cent. 


Washington Details 





Bill to insure co-op tax 
pending in Congress 


A measure to put the Eisen- 
hower Administration’s plan for 
taxing cooperatives into effect is 
now pending in Congress. Rep. 
Richard Simpson (R), Pa., rank- 
ing minority member of the power- 
ful House Ways & Means commit- 
tee, introduced the bill. 

The measure would set up a sin- 
gle tax liability for cooperatives, 
insuring that either the co-op or 
the patron will pay a tax on co-op 
profits. 

The co-ops would be able to de- 
duct amounts paid to the patron 
during a taxable year if they were 
paid in cash or in the form of 
“qualified” patronage certificates. 
Such a certificate would be required 
to bear interest of at least 4 per 
cent a year and must be redeemed 
in cash within three years. If not 
redeemed in that period, the income 
would be taxable to the co-op. If 
redeemed, the patron would pay the 
tax. 

This plan still gives the co-op a 
“tax-loan” for three years. A co-op 
could take each year’s profits, dis- 
tribute them in the form of quali- 
fied certificates, and escape tax for 
three years. Some interest would 
have to be paid, but this would go 
to the patron. Present tax laws 
provide more liberal taxation of 
most interest and dividends, par- 
ticularly small amounts. 

Backers of the measure, includ- 
ing many business firms, admit the 
measure “does not solve the prob- 
lem of co-op taxation entirely.” 
They do consider it a step in the 
right direction. 

There is virtually no chance of 
final congressional action this year. 
The bill will be pending when Con- 
gress reconvenes for the second 
session in January. 

With strong opposition from 
farmer and co-op organizations, it 
will take strong support by busi- 
ness groups to pass the bill. 
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iigas Technical Service is as elose as 


your telephone! 


Phillips Petroleum Company maintains a staff 
of trained and experienced men, located through- 
out the entire Philgas marketing territory, to 
give prompt, personal assistance on your oper- 
ating and technical problems. Their business is 
to help solve your problems. This valuable serv- 
ice helps you build a successful business in the 
profitable, rapidly expanding LP-Gas field. 

Phillips is America’s largest producer-mar- 
keter of LP-Gas. Cash in on the Philgas reputa- 
tion for quality and dependability . . . sell 
Philgas! For complete information call the near- 
est Phillips Sales Office. 


* Philgas is the Phillips Petroleum Company trademark 
for its high quality LP-Gas (propane, butane). 


AIDS FOR PHILGAS DISTRIBUTORS 


T. The Philgas Business Con- 
trol Workshop helps you run 
your business more successfully. 


2. Philgas advertising in farm 
publications and radio helps 
you sell more Philgas. 


BoA Cooperative Advertising 
Plan for you includes news- 
papers, radio, TV, signs and 
other approved forms of ad- 
vertising. 


4. Sales Promotion Aids. . . 
streamers, point-of-sale, win- 


dow signs, mailing pieces. 


5. Philgas distributors are as- 
sured of an adequate supply 
at all times, due to Phillips 
underground storage, pipe- 
lines, and tank car fleet. 


6. Planned Delivery System 
for efficient use of your trucks 
and drivers. 


7. Even Payment Plan... 
more convenience for your cus- 
tomers and you. 


y ile S 


THE ALL-PURPOSE FUEL 


PHILLIPS PETROLEUM COMPANY 
SALES DEPARTMENT, Bartlesville, Oklahoma 


SALES OFFICES: 

AMARILLO, TEX.—First Nat'l Bank Bldg. 

ATLANTA, GA.—1428 West Peachtree Street, 
Station "C" P. O. Box 7313 

BARTLESVILLE, OKLA.—Adoms Bldg. 

CHICAGO, ILL.—7 South Dearborn St. 

DENVER, COLO.—1375 Kearney St. 


SEPTEMBER, 1959 


DES MOINES, |OWA—<6th Floor, Hubbell Bidg. 
HOUSTON, TEX.—6910 Fannin Street 
INDIANAPOLIS, IND.— 3839 Meodows Drive 
KANSAS CITY, MO.—201 E. Armour Blvd. 
MINNEAPOiIS, MINN.—215 South Ith St. 
NEW YORK, N.Y.—80 Broadway 

OMAHA, NEB.—3212 Dodge St. 


RALEIGH, N. C.—401 Oberlin Rood 
SALT LAKE CITY, UTAH—68 South Main 
ST. LOUIS, MO.—4251 Lindell Bivd. 
TAMPA, FLA.—3737 Neptune St. 
TULSA, OKLA.—1708 Utica Square 
WICHITA, KAN.—501 KFH Building 


























For further information on items reviewed in this section use the 
convenient post-paid Readers’ Service Cards on pages 83, 84 
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L. P. gas fuel system, introduced by 


ALGAS, is a positive pressure system 


Circle 1 on Readers’ Service Card 

ALGAS’ Met-R-Flo fuel sys- 
tem for automobiles and trucks 
is an entirely new concept in 
L. P. gas carburetion. It is a 
positive pressure system, utiliz- 
ing the natural fuel pressure of 
L. P. gas. 

The system makes instantly 
available completely vaporized 
fuel at the carburetor for pres- 
sure injection into the air 
stream upon demand. 

With the 2% lb, 4 in converter 
in excess of 300 hp may be de- 
veloped. The unit can be mount- 
ed in any position so crowded 
engine compartments are no 
longer a problem. The only ad- 


justments in the entire system 
are the idle and power on the 
mixer and these are only for the 
fine tuning. 

A diaphragm controlled fuel 
metering valve opens in direct 
relation to the amount of air 
drawn into the engine, metering 
fuel at a constant ratio. A vari- 
ance of fuel pressure is con- 
trolled by engine manifold vac- 
uum so that a “power” fuel-air 
mixture is supplied at low mani- 
fold vacuum. A “cruise,” or 
“economy” mixture, then comes 
at higher vacuum. The mixer 
also has a built in vacuum 
switch to operate the solenoid 
lockoff. 








80 





Atlas propane delivery is 
constructed of A 202-B steel 


Circle 2 on Readers’ Service Card 


The Atlas propane delivery is a 
new addition to the Mississippi 
Tank line of L. P. gas delivery 
units. Constructed of A 202-B 
steel, it is available in capacities 
from 1500 to 2300 we. Fabricated 
according to latest ASME code and 
ICC specifications, it has as stand- 
ard equipment streamlined skirt- 
ing, ICC lights, stop lights, rear 
directionals, and IHC pressed or 
heavy channel bumper. Rear and 
side cabinets, high-flow piping and 
other optional equipment is also 
available. 





Insulated gas cocks available 
for all types of installations 
Circle 3 on Readers’ Service Card 
Wedgeseal - insulated, iron-body, 
brass-core gas cocks with male or 
female thread union ends are of- 
fered by Eclipse. They eliminate 
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D-W-WHITEHEAD 





The trade-mark 
that stands for 
built in Quality 





and 
Competitive Prices 
in 


AUTOMATIC 


GAS 


WATER HEATERS 


nationally advertised 






ESPECIALLY 
DESIGNED FOR 


LP GAS 


liberal 
10-year 
guarantee 





LIQUEFIED PETROLEUM Gas 
BUTANE - PROPANE - BOTTLED GAS- BULK GAS 
AVAUABLE EVERY WHERE 

OEPENDARLE AL wars 


D. W. WHITEHEAD MFG. CORP. 


145 EAS? SIATE STREET. TREN J J 


SEPTEMBER, 1959 8! 














coupling and nipple in virtually 
every installation, resulting in low- 
er initial cost, reduced make-up 
time, and fewer threaded connec- 
tions. Offered in 34, 1, and 14in. 
sizes, they are available in either 
standard or “retained key” (tam- 
perproof) construction, with flat 
head or lock wing. 





Regulator designed for 
high volume reduction 
Circle 4 on Readers’ Service Card 


Fisher’s Type R300 regulator is 
an aluminum die casting designed 
for high. volume pounds-to-pounds 
reduction service. Capacity, deter- 
mined by the second stage regula- 
tor with which it is used, is ade- 
quate for any second stage regu- 
lator having capacities up to 1.25 
million Btu per hour (500 cfh pro- 
pane). 





Matching shelf sections may be 
added to school heating system 
Circle 5 on Readers’ Service Card 


The Janitrol schoolroom heating, 
ventilating and cooling system is 


a self-contained individual room 
unit. It includes a perimeter-type 
distribution system through duct 
sections hung from the wall. Match- 
ing shelf sections may be added at 
any time. Summer cooling is op- 
tional. 


Machine prints two original 
records simultaneously 
Circle 6 on Readers’ Service Card 


A newly-developed line of auto- 
matic accounting machines will, ac- 
cording to Burroughs, obsolete 
thousands of conventional book- 
keeping machines in use today. 
This general purpose machine is a 
fully automatic mechanical ac- 
counting device equipped with a 
“dual printer,” a special feature 
said to increase operating speeds 


by as much as 50 per cent. De- 
signed to improve all bookkeeping 
operations that require two orig- 
inal records, such as a statement 
and ledger, it prints both records 
simultaneously. One of the two 
printing heads can be deactivated 
for accounting functions that only 
require a single printing. 
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Swivel-type unloading riser 


requires minimum ground area 
Circle 7 on Readers’ Service Card 


A prefabricated swivel-type un- 
loading riser has been developed by 
Anco. It requires a minimum of 
ground area and comes complete 
with welded base plate, ready to 











e Installs in window or wall 


e Completely automatic 


Send for complete information. 





e Fully vented without a flue or chimney 


THEY’RE TESTING A SALES POINT 


that has made Suburban Novent gnd 
Dynavent Gas Heaters ¢he “sales- 


leading” sealed combustion chamber 
heaters 


ONLY a Suburban Novent or Dynavent Gas Heater has all these other “‘Sales-Maker” features: 


*® Safe — burns no room air 


* SAVES 30% AND MORE, IN FUEL COSTS 


Available in 20,000, 35,000 and 45,000 BTU Models. 
Approved by AGA, CGA, CSA, Leading Utilities and LP-Gas Marketers. 


SUBURBAN APPLIANCE CO. 


Dept. BP-959 


Smart people these Orientals . . . living close to the 
floor, they’re making sure that these heaters will 
do the job claimed — Heat the Floor First. 


HW ant more proof? Hold a lighted cigarette a little 
below and in front of the heater while it is on, 
and watch the smoke. You'll see that it is blown 
gently downward and spread across the floor. 


* Heats evenly, floor to ceiling 


Morristown, New Jersey 
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mount on foundation. The “Anco 
Riser” is designed to handle all 
L. P. gases and anhydrous ‘am- 
monia. It is built to be operated 
by one man. The high capacity 
unit is available only as a complete 
unit, including tank car adapters, 
couplings, and 3 in. riser support 
with 2 or 2% in. liquid line. 


Control panel provides comfort, 
outdoor weather information 
Cirele 8 on Readers’ Service Card 


Weather station control system 
introduced by Minneapolis-Honey- 
well gives the homeowner complete 
control over comfort and also pro- 
vides outdoor weather information. 
The panel contains all necessary 
dials and pushbuttons for control- 
ling a year-round air conditioning 
system as well as indicators for 
indoor temperature and humidity, 
outdoor temperature, barometric 
pressure and an electric clock. A 


specially designed thermostat, 
which has no external temperature 
setting dial, is located away from 
the Weather Station. Temperature 
adjustments are made by turning 
a dial on the panel. 


Leak detector kit features 
money saving concentrate 
Circle 9 on Readers’ Service Card 


A leak detector kit for checking 
gas installations with a_ special 
money-saving concentrate has been 
announced by Gas-Kit. Without 
water the concentrate weighs 5 oz. 
Adding water, you have a gallon 
of leak detecting solution, which 


provides instant reaction to leak 
location. The bubbles hold longer 
before bursting. The _ solution 
leaves a slight white film to elimi- 
nate repeat coverage, has a ten- 
dency to adhere to pipe or tubing 
longer, and can be winterized. 


be ee 


Recessed control cook-top, 


automatic oven in new line 
Cirele 10 on Readers’ Service Card 


Athens Stove Works has intro- 
duced its new Vesta line of gas 
built-in ovens and cook-tops. The 
AGA-approved oven and broiler is 
available in 24 or 16 in. widths. 
Oven ignition is automatic on the 
front-to-back burner unit with 100 
per cent shut-off. Automatic ther- 
mostat control keeps temperature 
constant. Cook-top Model 2819-G 
features natural angle recessed 
knob controls on either side of the 
four-burner cluster. All four burn- 
ers carry a 12,000 Btu rating with 
a heat range of warm, through 
simmer, to full heat. 





Join the trend to HYDRONICS and RAY PAK 


the nse pi arable e omp anions. 


Raypak, America’s most advanced gas-fired boiler line is 
moving ahead at a rapid pace — now features 9 sizes com- 
plete to 1,200,000 BTU/HR — more sizes coming. 


Take your choice of the standard -T 

model or the packaged -TP model. 
Raypak also man- 
ufactures swim- 
ming pool heaters, 
storage tanks and 
coils, heat ex- 
changers and 
accessories. 


LIFETIME 
STAINLESS STEEL 


MODULATING GAS 
VALVE 


Holds precise water tem- 

peratures — eliminates 

start and stop noise — 
saves fuel. 





HEART 
:OF 
? THE 
:HOUSE 


- 
. 


LIGHT AND FINEST MATERIALS 
COMPACT Solid 100% and 
One man- instal . bronze waterways — 
manen fastest controlled heat 
cee Coase. transfer on the market. 


A few territories are still available to 
qualified manufacturers representatives. 


Regpok COMPANY, INC. i 
® Engi a-Manutacturers 2416 CHICO AVENUE, 
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MEMBER BETTER 
HEATING -COOLING 
COUNCIL 

















EL MONTE, CALIFORNIA 





For further information on these products use Readers’ Service Cards on pages 83, 84 


Infra-red rotisserie has 
automatic basting spoons 


Circle 11 on Readers’ Service Card 


A prototype of an infra-red gas 
rotisserie for store counters was 
recently introduced by the Subur- 
ban Appliance Co. Cooking is done 
by infra-red rays which quickly 
seal in the meat juices and then 
penetrate the food for further cook- 
ing. It is equipped with patented 
basting spoons which automatically 
flavor and moisten the rotating 
meat. 


Black top seal offers 


16 per cent more protection 
Cirele 12 on Readers’ Service Card 


Monroe announces an improved 
Black Top Seal. Tested on sur- 
faces subjected to petroleum prod- 
ucts, the seal offers at least 16 per 
cent more protection, longer life 
and greater coverage, according to 
the company. It may be applied 
with a brush or squeegee. For 
large-scale applications, it can be 
sprayed. A spray equipment ren- 
tal plan is available. 





' 


dj 4 | DAMAGED? 


It’s easy to replace 


«vs ROCHESTER Crelerion, 


Merely remove the damaged dial with a 


screwdriver and replace with a new hermetically 


sealed Rochester dial — you lose no gas, even with 
full tanks! This exclusive Rochester Criterion 


feature means extra profit for you. 


Demand Rochester Criterion gauges on your 


next tank order or order direct from factory. 


OTL OE CORE Tae 


) ROCHESTER GAUGES, INC. 


* OF TEXAS 


2425 CAROLINE = DALLAS, TEXAS 


SALES OFFICES: DALLAS; ATLANTA; DENVER; CLEVELAND; ROCHESTER; 
PHILADELPHIA; SAN FRANCISCO; LONDON, ONTARIO 





Transistorized radio equipment 
drains battery very little 


Circle 18 on Readers’ Service Card 


General Electric announces an 
advanced design of transistorized 
two-way radio equipment contain- 
ing high-powered transistorized 
models, small sizes and low battery 
drain. Available in units up to 75 
watts. From the 75 watt category, 
the line ranges downward to 30 
and 10 watt units in sizes as small 
as 8% in. wide, 12 in. long and 4 
in. high. Only three tubes are 
used in lower wattage categories 
and four in 30 and 75 watt models. 





Twelve models offered in 
Welbilt's 30 in. range line 


Circle 14 on Readers’ Service Card 


Welbilt announces that there are 
12 models in its new 30 in. gas 
range line. The “top of the line” 
model features a deluxe illuminated 
background with electric clock; 
timer and appliance outlet; Sizzl- 
Griddle; “Burner-with-a-brain” ; 
glass oven window; oven light and 
wide oven. All the ranges feature 
the Welbilt burner with removable 
lightweight burner caps, a rock- 
free grate, “matchless” automatic 
oven ignition, blow-out proof oven 
and top burner pilots and instant 
“flashline” ignition of top burners. 


Fire units have pressurizing 
medium in dry chemical tank 
Circle 15 on Readers’ Service Card 


Ansul Sentry “Energized” fire 
extinguishers are being introduced 
by Ansul Chemical this month 
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FOR TROUBLE-FREE LPG TRANSFER 


a pump especially designed for this service 


FOR THE LOWEST PUMPING COST PER GALLON 


Will fill all small tanks 

as fast as any larger pump. 
100-Ib. cyls. in 4 minutes or less, 
20-Ib. cyls. in 1 minute or less, 
fork lift tanks no problem. 

10 GPM models EC-1, 


MC-1, and GC-1, 


15 GPM model EC-H. 


For small volume transfer work. 
20 GPM model MC-1044 
35 GPM model MC-1044H 


i 
7) 

For medium volume transfer, 

50 GPM model MC-2 


or MC-2Q (higher pressure, 
quiet running) 


For large volume transfer 
100 GPM model MC-3 


For high capacity loading 
150 GPM model MC-4 


For delivery truck service 


= 
4 
a) 


Southeastern Distributor: Pond-Johnston Inc. Warehouses in Mobile, Ala.; Jacksonville, Fia.; Dallas, Tex. 


MITH 


PRECISION PRODUCTS COMPANY 


1135 MISSION ST. © SOUTH PASADENA, CALIFORNIA 


a model and size to fit your operation 


SPECIAL BALANCED DESIGN 


It is essential to choose a pump especially designed and made of 
special materials for top efficiency in LPG service. 


Conventional pumps originally designed for fuel oil are not suitable 
because they depend on clearances which result in excessive slippage 
(propane is more than ten times thinner) and cannot develop high 
pressures efficiently; they depend on unbalanced shaft loads and 
wear rapidly (LPG has practically no lubricating qualities), 


THE SAFEST PUMP 


Smith pumps have the only dependable shaft seal, because it is de- 
signed especially for LPG, especially for our pumps and built entirely 
in our own plants; the first and still the only trouble-free self adjusting 
shaft seal. Smith pumps have the strongest cases, do not trust to 
O-rings or gaskets in pump joints. 

First with U.L. Approved models. 


DESIGNED FOR THE JOB 


Each model is built direct connecting to the power source (direct to 


electric motor or direct to truck power take-off) without expensive and 


troublesome chain, belt or gear drives. 


There is a Smith pump to give you the lowest cost per gallon and most 
efficient LPG transfer for your particular scope of operation, 


Write for NEW complete catalog. 


Telephone MUrray 2-2293 or MUrray 2-2691 


Western States Distributor: Teeco Products, Inc., 3920 West Burbank Bivd., Burbank, California, 


For trucks with 


For average 
truck service 
50 GPM model TC-2 


where flexibility is desirable. 
20 GPM at 500 RPM or 
35 GPM at 900 RPM model TC-H 


For “high flow” 
delivery truck service 
100 GPM model TC-3 


automatic transmission 
50 GPM model ATC-2 
100 GPM model ATC-3 
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(September). The extinguishers 
will be of 10, 20, and 30 lb dry 
chemical capacity and will contain 
the pressurizing medium within the 
dry chemical tank. Several major 
design innovations are incorporated 
in the extinguisher head and tank. 


Dig Ditches at 
Lowest Cost 


ARPS 


TRENCH DEVILS 


Wall chart of conversion 
factors is free of charge 
Circle 16 on Readers’ Service Card 


A reference table in wall chart 
form has been published by Preci- 
sion Equipment. Included are com- 
mon conversions, such as inches 
to centimeters and watts to horse- 
power. It also has many conver- 
sions that are difficult to locate in 
reference manuals, such as atmos- 
pheres to Kgs/sq cm, cm/sec to 
miles/hr, cu ft to liters, microns 
to meters, quintal to lb, etc. It is 


Hand-hydraulic crane 
will lift up to 2500 Ib 
Circle 17 on Readers’ Service Card 


A 2500 lb capacity hand-hydrau- 
lic crane is announced by Ideal 
Crane. Interchangeable with dolly 
or truck mounting, one crane can 
be used with any number of trucks. 
It’s available in 1500 and 2500 Ib 
capacity with extension arms, bar- 
rel chains, appliance straps, inside 
or outside truck mounts, or dolly 


Cost Less to 
‘Own and Operate 





He Versatile — Digs 24,” 
wide trench up to 20” deep 
ae Fast — Ditches 6’ per minute 
at 20” depth 
¥& Simple — One-man operation 
He Portable — Easily loaded on pickup 


You can eliminate the slow, cost- 
ly, hand labor of digging L.P. Gas 
lines with the new, low cost Arps 
Model JR Trench Devil. This 
handy tool increases production 
while cutting operating expenses 
—digs 100’ of trench for about 
12 cents! The simple mechanism 
keeps maintenance costs low — 
lightweight, rugged construction 
assures years of profitable use. 
Unique curb attachment available 
for easy digging inside a concrete 
curb. 
For larger jobs the self-propelled 
Model M-A Trench Devil 2 
trenches 2%”, 3%”, 4”, 6” or 
wide, up to 6° deep. Has smooth, 
hydraulic drive for speeds up to 
1200’ per hour. 

for- more information to- 
day on these two —y low cost 
trenchers from the Arps Co: ome 
New Holstein, Wis., Dept. B 


TRENCHERS 
ARPS HALF-TRACKS 
corporation BULLDOZERS 
“swcomm UTILITY BLADES 








available free of charge. 


mount, as required. 





Propane-heated lunch bucket 
will heat cold food in about two hours 


Circle 18 on Readers’ Service Card 


Workers can get away from 
the cold-sandwich routine with 
this new propane-heated lunch 
bucket. 

The unit consists of a common 
lunch bucket with an outer cas- 
ing which permits heat to circu- 
late around the inner bucket and 
escape through holes in the top 
edge of the casing. Overall di- 
mensions are increased approxi- 
mately 1% in. in height, 4 in. 
in length and % in. in width. 
The extra height is for a flame 
chamber between the casing and 
the bucket bottoms. There’s 
enough space for two small 
flames, which together are less 
than the flame on a match! 

Three low, one-pint, wide- 
mouthed Mason jars fit side by 





side across the bottom of the 
bucket for liquids and _ solid 
foods. Because there is no need 
for a Thermos bottle, the extra 
space in the top half of the 
bucket can be used for other 
foods. A wire rack holds food 
items in place in this “bonus” 
space. 

For a hot meal the worker 
merely lights the unit two hours 
before lunch. Even foods taken 
directly from the refrigerator 
will be steaming hot in that 
time, according to the announce- 
ment. 

The small disposable propane 
cylinder heats about 30 meals at 
a cost of approximately 5 cents 
per meal. 

(Note: This item is not yet 
in production.) 
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gas cylinder paint 





For further information on these products use Readers’ Service Cards on pages 83, 84 


Broiler features "floating 
control" of cast-iron grid 
Circle 19 on Readers’ Service Card 


Universal Chef broiler features 
“floating control” of its cast-iron 
grid. A slight pressure on the pro- 
truding front bar raises and lowers 
broiling rack when directly under 
the flames or when pulled all the 
way out. Springs and counterbal- 
ances insure smooth control. Uni- 
versal Chef broiler Model GA 79 
has the largest broiling area avail- 
able. Grid measures 27 in. by 31% 
in. and is unobstructed and com- 
pletely usable. It is manufactured 
by Cribben & Sexton. 


Trade Literature 





Good management booklet 
Circle 20 on Readers’ Service Card 


A 22-page booklet, “How to Anal- 
yze Your Management,” is offered 
by Cities Service. It offers dealers 
and distributors a chance to test 
their management ideals before 
putting them into effect and to ap- 
praise programs already in use. 
A check list permits readers to see 
how well they are following the 
basic principles of good business 
management. 


Peerless boiler catalog 
Circle 21 on Readers’ Service Card 


Peerless has released a catalog 
covering its series “G” and “TG” 
boilers. It includes features, dimen- 
sional drawings, specifications, rat- 
ings and dimensions for six models. 


Gaugeless regulators data sheet 
Circle 22 on Readers’ Service Card 


A line of industrial gas regula- 
tors without gauges is described 
in a data sheet available from 
Linde. Complete specifications and 
operating data are included. 





_a. Sentry 

b. Watchman 
rome OF i e3 Ble le) 

d, imperial 
e. Flair 

f. Riviera 
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Purge rotameters bulletin 
Circle 23 on Readers’ Service Card 


Bulletin 18P, prepared by 
Schutte & Koerting Co., describes 
the company’s line of Purge Rota- 
meters for measuring and controll- 
ing fluids flowing at low rates. Nine 
flow ranges are listed, all obtained 
in the same basic body through the 
use of interchangeable glass meter- 
ing tubes and glass or stainless 
steel floats. 


Instructors’ Manual 
Circle 24 on Readers’ Service Card 


Automatic Transportation has 
published an “Instructors’ Manual” 
to be used as a guide for industrial 
truck operators’ training program. 
This 20-page booklet is divided into 
six stages: theory of operation, 
good driving practices, details of 
construction in principal types of 
trucks; practical operation of the 
truck, demonstration, and written 
examination for the driver trainee. 


Heater broadside, data sheet 
Circle 25 on Readers’ Service Card 


Two information pieces have 
just been released by H. C. Little. 
A broadside pointed for consumer 
distribution asks “What’s Your 
Heating Problem?” A data sheet 
on Safti-Vent sealed gas heaters, 
is available for distribution to the 
trade, builders and architects. 


Water heater control folder 
Circle 26 on Readers’ Service Card 


This folder gives the complete 
story on Minneapolis - Honeywell’s 
V5130 and V5131 gas water heater 
controls. They feature fool-proof 
pilot cocking; a “no squint, no 
squat, no stoop” arrangement of 
the control settings; Duofilt filter; 
fail - safe construction; and a 
straight-forward design with no 
complicated mechanisms. 


Orifice flanges bulletin 

Circle 27 on Readers’ Service Card 

Bulletin 422, issued by American 
Meter, provides detailed informa- 
tion on threaded, slip-on, and weld- 
ing neck orifice flanges. Specifica- 
tions on welding neck orifice flanges 
are given for both raised face and 
ring joint models. 


Safety Index Test brochure 
Circle 28 on Readers’ Service Card 
A Safety Index Test to predeter- 

mine the accident-causing “injury 

repeater” is described in an eight- 
page brochure. It is available from 

Executive Assets. 
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Lea's Butane Gas & Service Co. pigeon-hole filing system. 


Literature rack aids 


in customer dealings 


HEY tried filing them in cabinets and tried 

stacking them on shelves! One was too hard to 
get at and the other always disorderly. So finally they 
hit on the idea of pigeon-hole shelves at Lea’s Butane 
Gas & Service Co. Inc., Lebanon, Tenn. 

Each hole is 24% x 14x 14in. deep. A heavy manila 
manuscript folder, when comfortably filled but not 
crammed full, fits nicely in each pigeon-hole. The 
contents of the folders are indicated on the bottoms 
which face out to the office. 

Harry Lea has found the following classifications 
provide quick access to a given piece of literature or 
information, without too many divisions: controls, 
electrical; controls, mechanical; wiring diagrams; 
installation and operation; instruction manuals 
(tools, mechanical); City of Lebanon; irrigation; 
carburetion; LPG-powered equipment; refrigera- 
tion; Servel; tanks and cylinders; space heaters; 
paints and roofing; source of supply (LPG); air con- 
ditioners; commercial cooking; Tappan; wanted 
equipment; scrap book; pictures; boiler rating; 
office equipment; radio and electrical system; in- 
struction manual (tools, Warrengas); ranges; burn- 
ers; forced air; tobacco curers; incinerators; tank 
trucks; pumps; and American Standard (3 envelopes 
—plumbing, heating, miscellaneous). 


Mr. Lea says the literature has all been put to 


better use since it has been so well organized. The men 
study it more and employ the material better in their 
dealings with customers. s 
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TIME TO BOOST SAL 








WITH 
COLOR BACKGUARDS 














NEW! BACKGUARDS 
NOW! IN G COLORS 
Exclusive with Enterprise Centennial Styleline Ranges 


You'll hit a new high in sales with Enterprise Centennial 
Styleline Ranges . . . because colorful backguards boost 
business! Every housewife wants the range with the back- 
guard that matches her kitchen and electric appliances! 
They sell! 

Interchangeable backguards come in 6 Decorama colors 
and white for every 36” Enterprise Styleline Range and 
every 30” Enterprise Styleline Range. 


@ Only $1.00 more for Enterprise Ranges with color backguards. 
© Great, sure-to-sell feature that'll pull in profits for you. 














PHILLIPS & BUTTORFF CORPORATION 





A complete instruction kit on how to 
successfully use the newly developed 
thermostatic top burner is announced 
by Harper-Wyman. Prepared for use 
by home economists, teachers and 
students, the kit includes a 4-page 
teachers’ guide (right) on how the 
burner works; a 24-page student 
guide (left) entitled “Partner in 
Cooking”; and a cooking directory 
wall chart (background) giving cor- 
rect flame adjustment, time and 
temperature for over 150 foods. It is 
available free of charge in reasonable 
quantities from Harper-Wyman Co., 
Home Service department, 8550 S. 
Vincennes Ave., Chicago 20, IIl. 


Merchandising News 





All Fuelane dealers 
included in promotion 


Fuelane Corp. announces a pro- 
motion, which started on August 
15. It is called “Happy Cooking 
Holidays” and is offered to all of 
Fuelane’s dealers from Maine to 
Maryland. 

Entry blanks are available in 
Happy Cooking dealers’ stores and 
everyone in the dealer’s service 
area may enter. There will be no 
puzzles to solve, no jingles to 
write. An entry blank properly 
filled out is all that is required to 
participate in the sweepstakes. 

First prize will be a trip for two 
to Jamaica, Nassau and Bermuda. 
Second prize will be a trip for two 
to Nassau and third prize, a trip 
for two to Bermuda. 

The contest will end October 31. 


New Rockwell promotional 

aids available to dealers 
A “day-glo” color show card 

and three new promotional mail- 


ers have been added to Rockwell 
Manufacturing Co.’s promotional 





SINDUSTRIAL GAS ‘ 
BURNERS & FURNACES, 


- Using Only Low Pressure Gas: 
br Clean, Fast, Quiet Heat-Up at Lowest Cost 





—T 


PIPE BURNERS for even heat distribution 
in any capacity. 


NOZZLE BURNERS for all capacities 
up to 144 million BTU's. 


treating and pre-heating. 
Temperatures to 2000° F. 


for all capacities up 
to 500,000 BTU’s. 


4 


133 Se. Grand Avenue, Baldwin, L.l.. New York ¢ BAidwin 3-1110 
BUZZER” Burners & Furnaces for Heaf Treating, Melting, Soldering 





aids package available to all LPG 
dealers. — 

Equipped with an easel for 
counter or window display use, 
the show card is 13% x 21% in. 
and is printed in four “day-glo” 
colors. 

All three mailing pieces have 
space for L. P. gas dealer imprint- 
ing. The first of the mailers ex- 
plains how metered L. P. gas gives 
the best in convenience, service 
and accuracy. The second tells 
how the gas meter got its start, 
how it operates and how to read 
it. The third is a “Telephone 
Minder” card with spaces to list 
important phone numbers. 

Other aids are available to deal- 
ers for use in local promotions and 
advertising. 


Merchandising Notes 





Magic Chef’s new campaign ads 
are built around the headline, 
“Put a touch of Magic in your 
life.” They are dominated by a 
fashionable young homemaker, 
wearing hat and gloves, to empha- 
size her freedom to leave the home 
for outside activities while her 
Magic Chef has the cooking under 
control. A range is included with 
a close-up of the Magic Control 
Center which contains all auto- 
matic oven devices in one panel. 
Newspaper mats for dealers carry 
out the same theme. 


Publication of a new, expanded 
edition of the “AGA Gas Range 
Feature- Finder’ is announced. 
The eight-page reference guide 
contains the latest information on 
dimensions, colors, and features 
available on current free-standing 
and built-in gas ranges marketed 
by more than 30 major manufac- 
turers. It also contains brief ex- 
planations of the significance of 
the Association’s “Blue Star” and 
“Gold Star” seals. It is available 
at 15 cents per copy from AGA, 
420 Lexington, New York 17. 


Otto Bernz Co. will launch a 
consumer contest campaign this 
fall to promote its portable pro- 
pane gas appliances. Called the 
“Bernz-O-Matic Family Sweep- 
stakes of 1001 Prizes,” it will fea- 
ture two all-expense, two-week 
paid vacations for two to Mexico 
City and Acapulco, as well as 
many appliances. Dealers who 
handle the first 20 winners in the 
contest will each receive $250 in 
free Bernz merchandise. 
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600 attend 
TBDA Convention 


NEARLY 600 persons represent- 
ing all phases of the L. P. gas in- 
dustry in Texas and the Southwest 
gathered in Dallas June 24-26 to 
attend the Texas Butane Dealers 
Association’s 14th annual conven- 
tion and Southwestern LP-Gas 
Market. 

The Market produced a combined 
recorded sales total of $260,512.18. 
This was almost double the total 
sales of the 1958 Market, far ex- 
ceeding the Association’s highest 
estimate. Plans are already under- 
way to enlarge the Market next 
year with the goal of an annual 
million-dollar Southwestern LP- 
Gas Market in the near future. 

Each $25.00 purchase made at 
the Market entitled the purchaser 
to one opportunity to win a free 
trip to Mexico City and Acapulco 
at the expense of TBDA. Vinson 
Overstreet was this year’s winner. 
He was presented with a check for 





New officers of the Texas Butane Dealers Association are (from left to right): Doyle Taylor, 
Taylor Bros. Appliance & Butane Co., Winnsboro, vice president (Region A); J. C. Rice, 
Kelly Butane Co., Bay City, vice president (Region B); J. L. Weathers, Petersburg Butane 
Co., Petersburg, president; E. F. Powell, Powell Butane Inc., Ft. Stockton, vice president 
(Region D); and C. H. Brannon, Tex & Chuck's Butane Co., Ft. Worth, vice president 


(Region C). 


use it as he desires or return it to 
the Association in exchange for the 
trip to Mexico. 

The business portion of the con- 
vention began with Erwin S. Klein- 
mann, Dearborn Stove Co., giving 
first hand information on the Na- 


stakes Plan. In describing the plan, 
Kleinmann called it the “biggest 
local sales promotion opportunity 
ever developed for the L. P. gas 
dealer.” 

Attorney Joseph M. Shelton mod- 
erated a panel discussion of “House 


$500 by the Association. He can tional 


The Butane-Propane Institute of Louisiana ended its two- 
day annual convention at a banquet where new officers 
were installed. Standing (left to right) are: Walter C. 
Bogan, Denham Springs, treasurer; J. C. “Slim” Chen- 
evert, Alexandria, secretary; W. A. Keller, Bunkie, vice 
president; and I. W. Patterson, Baton Rouge, president. 
Max Fetty was master of ceremonies at the June 7-8 
meeting in Baton Rouge and also general chairman of 
the convention. This year marked the largest attendance 
by dealers at a meeting in the history of the association. 
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LP-Gas Council’s 


Sweep- Bill 4 and ‘Customer Reserve Stor- 


North Carolina LPGA Chairman James Swanner called a 
meeting of the 1959 Convention committee to plan an 
agenda for the September 14-15 meeting, to be held in the 
Sir Walter Hotel in Raleigh. Present were (seated, left to 
right): Swanner, Green’s Fuel Co. Inc., Graham; H. C. 
Dickinson, Phillips Petroleum, Raleigh, suppliers chair- 
man; Bob Lowry, executive secretary, ex officio; and 
(standing) Charles Gardner, Sungas Distributors, Ra- 
leigh; and Lewis Allen, Garner Gas & Equipment, Farm- 
ville. Not shown is Glen Thomas, Charlotte Tank Co. 
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age’.”” Members of the panel were 
Claude Ribble, E. O. Sharp, Louis 
Lehmberg, Sam Enderby, T. Cubert, 
and M. L. Bussey. 

House Bill 4, the legislation spon- 
sored at the spring session of the 
Texas Legislature by TBDA, was 
discussed thoroughly. All points 
that were not clear were discussed 
and clarified by the panel. 

The feeling among the dealers 
was that—even though the “Cus- 
tomer Reserve Storage” provision 
had been removed by the House— 
the legislation as passed was a tre- 
mendous step forward in “up- 
grading” Texas L. P. gas industry. 


Shelton pointed out that the 
Texas LPG industry has operated 
since 1938 under contradictory and 
confused regulations. New laws 
were tacked on at various times for 
various reasons. House Bil] 4 is 
the clarification and recodification 
that has been so long needed. 


During House Bill 4’s processing 
through the House and Senate, one 
of its important provisions was 
eliminated. This section pertained 
to “Customer Reserve Storage.” 
One reason for eliminating it was 
that it became a controversial issue 
within the industry, itself. Several 
times during the discussion, dele- 


gates pointed out that this was 
merely due to the dealers not real- 
izing the desired goal of the bill. 

After the Minimum Storage Pro- 
vision was defeated in the House, 
many members of the industry took 
time to go into the complete legis- 
lative program. They now realize 
that the provision is one the indus- 
try desperately needs to insure that 
its customers will be assured of 
L. P. gas at all times. The state- 
ments made at the session left the 
impression that many of the con- 
troversial points had been settled. 
At the next session of the Legisla- 
ture, a new effort to secure “Cus- 
tomer Reserve Storage” will be 
solidly backed by the Texas L. P. 
gas industry. 

The majority of dealers attend- 
ing the session felt the creation of 
a uniform code for the industry, as 
set forth in the bill, was an accom- 
plishment of which the association 
could be very proud. 

Elmer L. Atkins, TBDA’s first 
president, reported on the progress 
of furnishing group hospitalization 
insurance to TBDA members. 

Atkins reported that, after the 
first two months the program was 
in operation, 86 claims had been 
filed by 755 participants. During 
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that period a total of $7,991.33 in 
payments were made to the 86 
claimants. However, this figure 
does not include the total amount 
to be paid under the claims, since 
many are still being processed by 
the insurance company. 

Two insurance company execu- 
tives answered all questions about 
the program and explained provi- 
sions which have not been fully 
understood. 

Plans are underway to hold nine 
one-day meetings throughout the 
state in the early fall. Jule Thomas, 
a member of the staff of the Uni- 
versity of Texas division of exten- 
sion, will be featured as an instruc- 
tor in salesmanship. 

The convention and Market came 
to a close with the group’s tradi- 
tional banquet and dance. M. G. 
Highnote, 1958-59 president, intro- 
duced J. L. Weathers, who had been 
elected to guide the group through 
1959-60. 

Lyle Blanton, chairman of the 
convention and Market committee, 
then presented President Highnote 
with the Association’s traditional 
walking stick and a plaque thank- 
ing him for his efforts in behalf of 
the Texas L. P. gas industry. W. J. 
Lawson, executive secretary of 
TBDA, presented Highnote with a 
“Captain’s Chair” in recognition of 
the outstanding leadership he pro- 
vided during his term of office. 


One hundred and twenty-five persons 
registered at the Colorado LPGA 
Convention in Glenwood Springs, 
June 14-16. New officers elected for 
the ensuing year are (left to right): 
Vice President J. A. Alberta, Alberta 
Gas & Appliance, Fort Morgan; 
President Frank Sikora, Arapahoe 
Gas, Boulder; and Secretary-trea- 
surer H. F. Beattie, L. P. Gas & Ap- 
pliance, Glenwood Springs. 


BUTANE-PROPANE News 





WILLIAM P. LENNON, since Sep- 
tember of 1957 executive vice presi- 
dent of Republic Appliance Corp. 
and general manager of its Erie, 
Pa., plant, has become president of 
the company. Other executive 
changes included: FRED FOWLER to 
executive vice president and di- 
rector; and both OscAR SHABOT 
and GORDON COPELAND to vice pres- 
idents and director. 


W. P. Lennon 
Republic Appliance 


H. S. Walker 
Caloric 


HARRY S. WALKER has _ been 
named to the newly created posi- 
tion of director of sales for Caloric 


: 
— 


Appliance Corp. He had previously 
been sales promotion manager for 
the firm. 


Phillips Petroleum Co. has an- 
nounced the establishment of a di- 
vision sales office in Columbus, 
Ohio. S. G. WATSON has been ap- 
pointed Columbus division manager 
and E. W. BACHELOR, senior assis- 
tant manager. Watson has been as- 
sistant division manager in the 
company’s sales division since 1952 
and Bachelor, an assistant manager 
of the company’s Raleigh sales di- 
vision since 1955. 


ROBERT A. HIRST has been ap- 
pointed sales manager, Hackney 
L. P. Gas division, Pressed Steel 
Tank Co. He has been with the 
company since 1950, and was for- 
merly sales manager of the Fuel 
Tank & Container division. 


STEPHEN E. UPTON has been 
named advertising and promotion 
manager of Whirlpool Corp.’s Util- 


ity division, succeeding JOHN W. 
BENSON, recently appointed assis- 
tant national advertising manager. 
Upton joined the company in 1955 
as administrative assistant. 


The appointment of three men to 
sales positions in Minneapolis- 
Honeywell Regulator Co.’s Mid- 
Atlantic region is announced. ED- 
WARD J. KLEIN has been named 
regional industrial manager with 
headquarters in Philadelphia; JoHN 
J. HORNER succeeds Klein, and 
CARL F. BOEHNLEIN has been as- 
signed as industrial manager of 
the Richmond, Va., branch office. 
Klein succeeds O. B. PYLE, who 
relinquishes the post upon reach- 
ing retirement. Pyle will continue 
as an account executive. Boehnlein 
succeeds W. H. REYNOLDS, who 
will be given another assignment. 


A realignment of executives in 
John Wood Co.’s Heater & Tank 
division was announced recently. 
W. GLENN OSLIN was named vice 
president and general manager of 
the division’s Conshohocken, Pa., 
factory. M. N. McILWAIN assumes 
the same position at the division’s 
Chicago, Ill., factory. VICTOR 
MAUCK, JR., is factory manager of 
the Conshohocken plant. 
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H. B. Young W. E. Lunger 
ACF ACF 
Election of WiLBuR E. LUNGER 

as staff vice president of manufac- 

turing, and H. BEN YOUNG as staff 
vice president of engineering and 
research has been announced by 

ACF Industries Inc. Both were 

officers in ACF operating divi- 

sions, Lunger having been vice 

president of manufacturing with 

American Car & Foundry division, 

and Young, director of engineer- 

ing and research at W-K-M divi- 

sion, 


EARL VAN GALDER and RALPH S. 
GROVES JR. have been named sales 
representatives of the new A. O. 
Smith Permaglas water softener 
program. Van Galder will head- 
quarter in Prairie Village, a 
suburb of Kansas City, and Groves 
in Akron, Ohio. 


The appointment of JOHN I. 
TRIMBLE as general manager of 
the Janitrol Heating & Air Condi- 
tioning division of Surface Com- 
bustion Corp., is announced. This 
is a new position, created to meet 
the demands of an expanding, high- 
ly specialized market. WILLIAM M. 
MYLER JR. was appointed manager, 
Production Engineering and De- 
velopment section. He has been 
chief engineer of the section since 
1956. 


EDWARD A. FEHLBAUM has been 
appointed manager of European 
operations for White-Rodgers Co. 
In his new position, he will be in 
charge of all sales, application, and 
service of the company’s products 
for the free countries of Europe. 


Robertshaw-Fulton Controls Co. 
announces the appointment of 
THOMAS H. JEFFERS to director of 
facilities and tooling, West Coast 
operations. He has been general 
manager of the company’s Western 
Research Center in Anaheim, Calif. 


Cribben & Sexton Co., a sub- 
sidiary of Waste King Corp., an- 
nounces seven new appointments. 
ANDREW L. BAVAS is the new as- 
sistant advertising manager. MAR- 
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vIN A. KRUSE has been appointed 
production engineering super'visor. 
IRVING L. BELINKOFF is the new 
project leader in the engineering 
laboratories. Four engineers have 
been added to the design and engi- 
neering staff. They are: DONALD 
M. THOMAs, electrical engineer; 
MANSFIELD E. STEINWAY, mechan- 
ical design engineer; Lucas G. 
TRAMONTANA, mechanical _ engi- 
neer; and OLDRICH FRYC, design 
engineer. 


HAROLD W. WAHL is the new 
manager of American Meter Co.’s 
southwest division. Associated with 
the company since 1919, he was 
most recently manager of the 
southern division of Westcott & 
Greis Inc., a subsidiary. 


James Allen 
Sid Harvey 


H. W. Wahl 


American Meter 


The appointment of JAMES AL- 
LEN as vice president of Sid Har- 
vey of Reading Inc., Allentown, 
Pa., has been announced. He joined 
the organization in 1952, became 
store manager in 1955, general 
manager in 1956. 


WILLIAM D. STEELE has been 
named director of planning by 
Robertshaw - Fulton Controls Co. 
With the company since 1946, he 
was district sales manager in the 
eastern states for the firm’s Gray- 
son Controls division. 


Kerotest Manufacturing Co. an- 
nounces the appointment of DONALD 
J. Cox as steel valve sales repre- 
sentative. His territory includes 
California, Nevada, Utah, and Ari- 
zona. 


JAMES A. HASSBERGER is now 
sales manager of the Springfield, 
Mo., tank plant of Trailmobile Inc. 
He began his carrer with Trail- 
mobile as office manager at the De- 
troit branch in 1951. Since 1957, 
he has been branch manager of the 
San Antonio, Texas, branch. 


RICHARD L. Woop was appointed 
mobile home sales representative 
by the Norge division of Borg- 
Warner Corp. 
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The St. Petersburg (Fla.) Times, 
Thursday, Jan. 23, 1958: 


Heat Pumps 
Won’t Pump Heat 


The first of January cold snap here 
showed up some weak points in what 
several years ago was hailed as a 
laudable modern method of warming 
chilled school students. 

Villain, Assistant School Supt. Paul 
Bauder told County School Board 
members yesterday in Clearwater, is 
the heat pump. Beginning with the 
January 9 cold wave, heat pumps, in- 
stalled in only 10 of the County’s 
schools, began breaking down with 
clock-like regularity. The heating de- 
vices stopped at Tarpon Springs, 
Clearwater Senior High, Mildred 
Helms Elementary, Pinellas Senior 
High, Boca Ciega High and twice at 
Skycrest Elementary. 

Bauder and his crews rushed from 
school to school to keep students 
warm and ended up installing gas- 
fired boilers to heat some classrooms. 
The board yesterday approved a pro- 
posed survey by Florida Power Corp. 
—the heat pumps are operated elec- 


The Wall Street Journal, Midwest Edition (published in 
Chicago), Tuesday, Dec. 16, 1958: 


Costly Current 


Although electric heat has enough advantages to alarm 
its competition, it’s plagued with one big disadvantage 
that has hobbled its growth for years. That drawback is 
its high operating cost. 

Commonwealth Edison, for example, figures it costs 
about $250 per heating season to warm a five. room home 
in Chicago with resistance equipment. A heat pump burns 
only about $170 worth of juice, the utility says, but it 
needs a helping hand from resistance units when the 
mercury plunges under the zero mark, a fact which would 
inflate this figure in much of the north. The same house, 
however, could be heated with $160 worth of oil or $132 
worth of gas. 

Another factor limiting sales of heat pumps is their 
high initial cost. It would cost around $2000 to install a 
heat pump in a five-room house in the Chicago area. 


trically—to find out what caused the 
breakdowns which cost the county 
$2,795.55 in repairs and boiler in- 
stallations. 











The truth 


on electric costs 


for househeating 


In its drive to take the heating load away from 
gas, the electric industry has claimed to have a 
monopoly on a number of characteristics that are 
also enjoyed by gas: cleanliness, modernity, safety, 
and future fuel supply. But the salesmen of 
electricity are not content to stop there. They 
try to make claims for first cost, maintenance 
costs, and economy of operation. 

“Here,” declared Lee A. Brand, in a talk before 
the Missouri-Illinois Joint L.P. Gas association joint 
meeting in St. Louis in June, "is where they really 
stub their toes." Brand, vice president of Empire 
Stove Co., Belleville, Ill., put together authentic 
figures that clearly refute any electric claims for 
economy. Here is a condensation of that talk. 
“The heat pump is a fizzle and heat pump users 
are sizzling mad," Brand said at one point in the 


speech. His documentation included the above 
newspaper stories. 


E know that gas for heating 
can be brought into the 
American home at far less expense 
than electricity. We should also 
know that the electric industry 
tries its best to prove that the di- 
rect opposite is true. 
Nowhere in the electric indus- 
try heating publicity can you find 
any mention of their requirements 


98 


that a structure must be tightly in- 
sulated and specially constructed 
before most electric utilities will 
consider installing electricity for 
heating. 

“6-4-2” is a phrase to remem- 
ber. It means 6 in. ceiling insula- 
tion, 4 in. wall insulation and 2 in. 
floor insulation. 

“DG” double-glass or “Thermo- 


pane” is another expression to re- 
member. This means that windows 
must be of double glass with dead 
air space in between. 

“WS” and “SD” are two more 
expressions to remember. They 
mean weather-stripping and storm 
doors. 

In other words, the home must 
be as tight as a “Thermos” bottle 
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before the majority of the electric 
utilities will consider heating it 
with electricity. 

Why is this necessary? The an- 
swer is simple. If they tried to 
heat the average American struc- 
ture with electricity, the cost 
would be prohibitive. In order to 
afford this so-called wonder fuel, 
the user must live in an atmos- 
phere which is certainly not 
healthful and is not at all com- 
fortable. 

Imagine, if you can, the possible 
respiratory ailments to the occu- 
pants of this sealed Thermos- 
bottle-type home heated with elec- 
tricity because a ‘sufficient amount 
of fresh air is not being admitted 
te provide a healthful living con- 
dition. 

Is the gas industry being taken 
in and is the American public be- 
ing fooled by the electric industry 
comparing the cost of heating a 
Thermos-bottle-type structure with 
an average structure heated by 
gas? We believe they are and we 
know that all things being equal, 
gas will do a better job of heating 
and at a much lower price than 
electricity. 

Here is a quotation from an ad- 
dress made by Don Winegardner, 
vice president of Majestic Co. Inc., 
Huntington, Ind., before the Gas 
Appliance Manufacturers’ Asso- 
ciation 1959 Convention. Majestic 
manufactures electric furnaces 
and this quotation is used with 
Winegardner’s permission: 

“One of the keys to electric 
heating, as to any heating, is in- 
sulation in the side walls, ceilings, 
and floors, plus storm windows 
and doors. Who pays for this extra 
cost of insulating the home just to 
reduce the fuel bill? The home 
owner pays for it, as he does for 
everything. But he is not having 
the home insulated only for reduc- 
tion in the fuel cost. In addition to 
lowering costs, he is increasing 
the comfort level in the home. All 
homes are not insulated properly. 
So with electric heating, we up- 
grade home building on'this point. 
‘Well,’ you say, ‘if I insulate this 
house as well as they claim is 
necessary for electricity, I could 
heat it for much less with other 
fuel.’ There is some truth in this 
statement, but we don’t insulate 
houses for the other types of fuel 
and the proportionate saving is 
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LPG vs. kw’s * continued 


not as much. People have estab- 
lished in their minds what it will 
cost to heat their homes. If they 
are building a new home and it 
is insulated more than normally, 
then the electric heating costs are 
somewhere within the range of 
what they thought heating would 
be and they are perfectly happy.” 

This in itself is sufficient proof 
of the sharp tactics being used by 
the electric industry. 

It has come to our attention that 
some electric utilities are paying 
builders $500 cash for each all- 
electric home they build. Why do 
they find this expenditure neces- 
sary if electricity is such a won- 
derful fuel for heating? The rea- 
sons are obvious. They know that 
the cost of heating with electricity 
will far exceed that of gas. First, 
they sell the builder on the saving 
he can make by not building a flue 
or vent. Then, they give him a 
cash amount to make it as difficult 
as possible for the buyer to con- 
vert from electricity to some other 
fuel when he finds the cost for 
heating with electricity is exor- 
bitant. 

If electricity is such a wonder- 
ful fuel for heating and if it is 
economical to use, why doesn’t 
the electric industry move into 
the replacement market? 6-4-2” 
—“DG’—"“WS” and “SD” pre- 
vent this. The electric people 
know the average American home 
owner cannot afford their product 
when it is used under normal 
conditions. 

Furthermore, the average cost 
to install heating appliances us- 
ing electricity is almost three 
times that for installing gas heat- 
ing appliances. We will not go 
into detail but you are urged to 
investigate the comparative costs 
in your locality. 

To disprove claims made by the 
electric industry of the economy 
of heating with electricity let’s 
take a look at the facts as they 
really exist. 

Using St. Louis averages, the 
cost differences between the vari- 
ous fuels are as follows: 

8 cents per therm. 

14 cents per gal. 

...15.4 cents per gal. 

l.lcents per Ib. 

Electricity...... 1.7 cents per kw. 


However, the monthly electric- 
ity rate in St. Louis is figured on 
a graduated basis: 


First 20 kw 5 cents each. 
Next 20 kw....3.45 cents each. 
Next 160 kw....2.45 cents each. 
Next 200 kw..... 1.90 cents each 
All over 400 kw. .1.75 cents each. 


On this rate schedule, tke aver- 
age, if 2000 kw are used in one 
month, will be 1.92 cents per kw 
or a monthly bill of 838.40. The 
cheapest rate of 1.75 cents dves 
not apply to the first 400 kw for 
which the user pays an average 
of .026 cents per kw. Most elec- 
tric utilities have similar rate 
structures. 

Now, let’s look at the heat re- 
placement values of these various 
fuels? 

City gas...1 therm = 100,000 Btu. 
lgal= 91,690 Btu. 

1 gal = 139,000 Btu. 

1 Ib= 14,400 Btu. 

Electricity ...1 kw = 3,412 Btu. 


Dividing the number of Btu in 
one unit of a particular fuel by 
the cost of that one unit of fuel, 
we determine how many Btu are 
in a one-cent amount of that fuel: 


City gas 

100,000 Btu 
~ 8 cents — 
91,690 Btu 
~ 14 cents — 
Oil 139,000 Btu 
15.4 cents — 
14,000 Btu 
“Ll cents — 


Electricity 
3,412 Btu 


1.75 cents ~ 


= 12,500 Btu 
per penny. 
6,549 Btu 
per penny. 
9,025 Btu 
per penny. 
= 12,727 Btu 

per penny. 


LPG 


Coal 


1,949 Btu 
per penny. 


These Btu-per-penny figures are 
ideal, but actually each of the 
fuels, except electricity, delivers 
less than this amount. Their effi- 
ciency depends upon the amount 
of Btu of heat actually delivered 
into the home or the space being 
heated. 

The Heating, Ventilating & Air 
Conditioning Guide for 1958, a 
recognized and_ generally ac- 
cepted authority, lists the follow- 
ing efficiencies: 

75 per cent. 
75 per cent. 
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68 per cent. 
50 per cent. 


i 100 per cent. << 

Multiplying the above Btu-per- : 'O EL, ITIL 
penny figures by these nationally ) 

authenticated and recognized effi- 

ciency ratings, one penny will : = aoe <i 

purchase the following delivered “s Le { SUPPORT! 

Btu: 
City gas 9,375 Btu. , A LIKE THIS SUPERFLAME 


4,911 Btu. | | INCINERATOR 
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- perfia ; 
6,363 Btu. P conser dat like the nioatee Gale of an in- 
1,949 Btu. 


in 
there are no paren pick- 
: ups. Check = extra fea- 
Therefore, for any given space : Sages one woe 


agree that 
heated to equal temperatures, mur Selle mae Superiority 


electricity is SL 4 ate, CeeT peematon 
4.8 times more costly than city wperf (Us sh pg hg lo Bi ane 
gas (9375 — 1949). S STAINLESS $1 STEEL BURNER 


2.5 times more costly than LPG FUEL SAVER @PRES-TOE PEDAL OPENS TOP 


(4911 + 1949). 
3.1 times more costly than oil i F 


(6133 + 1949). 
3.2 times more costly than coal iH a ATERS | 
(6363 + 1949). . 


Using these figures, we can de- 
termine what electricity would The most acceptable line of gas 
have to sell at to be truly com- | esters made! In performance, § 
petitive. As you know, the cheap- Praca araedlongene Dy aon 
est rate available here is 1.75 oe ee ame Superiority 
cents or 17.5 mils per kw. To be 
really competitive, it would have F ‘ 
to sell at: { FOR 
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All design calculations in this 


Sa eas ae a 


QUEEN PRODUCTS DIVISION 
report are made on a 0 to 70 deg. KING-SEELEY CORP., Albert Lea, Min DEPT. LP-1 


basis, using the established aver- Baran annivcinemaisnitionmennansatngl 
age degree days for the St. Louis 
area, 4699. 

For your information, a degree 
day for 70 deg. residential heat- 
ing is a day on which the average 
outside temperature is 64 deg. 
(one degree below 65 deg.). If 
the average outside temperature 
is 63 deg. (2 deg. below 65 deg.), 
then that day will represent 2 
deg. days and so on. The sum 
total of degree days during any 
year represents the severity of 
local weather and is used for es- 
timating fuel costs. 

The degree day method of esti- 








Keep Up with L. P. 4 
ok Each ha BUTANE p5 


by subscribing to 


198 SOUTH ALVARADO STREET, LOS ANGELES 57, CALIFORNIA 


( Check herewith 0 Bill me 0! yeer $2.00 0 2 years $3.00 
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AGA APPROVED 


HEATERS 





The Brand NEW Armstrong 


Series 200 Vented Circulators— with or 
without “flame view” feature — designed 
with that “sheer look” to fit in with any 
furnishings. 


For use with Natural-Mixed, Manufactured 
and LP Gases. 30,000, 40,000, 50,000 and 
70,000 BTU. Finished in Armstrong’s own 
*Mocha-tone” tan with front grille in con- 
trasting gold silicone enamel. Front re- 
movable for easy cleaning. 


Blower converts to a forced air unit in a 
few minutes, 


Write for full specifications, 
also deta on all 60 Arm- 
strong models and sizes. 


Armstrong Products Corp. 
Dept. BP, Huntington 12, W. Va 





102 





LPC vs. kw’s ° continued 


mating heating requirements is 
used by the United States 
Weather Bureau and it is an ac- 
cepted national practice which 
has been used for many years. 
From this information let’s de- 
termine the cost of replacing 1000 
Btu of heat loss per hour in the 
average home in St. Louis for a 
complete heating season: 


1000 (Btu/hr ht. loss at 0°) 


70 
<x 24 (hours in day) x 4699 de- 
gree days = 1,611,072 Btu to re- 
place 1000 Btu heat loss per hour 
for a heating season. 


This means 1,611,072 Btu of 
heat, regardless of the kind of 
fuel used. 

Many utility companies have 
for a great number of years, stud- 
ied the overall efficiency of gas 
for heating, using the then-cur- 
cently-produced gas heating ap- 
pliances. None of these studies 
show less than 72 per cent over- 
all efficiency and some show as 
much as 78 per cent. Since these 
studies were made, the design of 
gas heating appliances has been 
greatly improved and the efficien- 
cies are much higher. However, 
to be more than fair, let’s split 
the difference between the 75 per 
cent efficiency as published by 
The Heating, Ventilating & Air 
Conditioning Guide and the low- 
est determination by utility com- 
panies, 72 per cent use an overall 
efficiency of 73% per cent. 

This means that to replace 1000 
Btu hourly heat loss for a heating 
season it would cost the follow- 
ing: 





1,611,072 

".735 x 100,000 

= 21.9 therms x $.08 = $1.75. 
1,611,072 


ST ee ere 





EE ech eb oa gee 4 735 x 91,690 
= 23.9 gal x $.14 = $3.35. 
1,611,072 
|» FRR ARES Rae 68 <x 139,000 
= 17 gal x$.154 = $2.62. 
1,611, 
OM oe es eae eS neni 


~ 50 14,000 
= 230 Ib x $0.11 = $2.53. 


1,611,072 
3412 


= 472 kw x $.0175 = $8.26. 


Electricity 


To better emphasize our point 
let’s determine the actual esti- 
mated cost of heating an average 
home in the St. Louis area with 
75,000 Btu heat loss for a normal 
heating season: 


City gas 
75,000 x $1.75 = $131.25. 
"1,000 
75,000 
_— “1,000 x $3.35 = $252.25. 
Electricity 
75,000 


1,000 x $8.26 = $619.50. 


While these figures apply to St. 
Louis, they can help you sell gas 
heating in your area. It will 
not be difficult for you to obtain 
the cost in your local area, de- 
termine the percentage of in- 
crease or decrease and apply that 
percentage to the figures used in 
this report. ad 
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This battered, 10-year-old, LPG-powered bruiser dumps a 70-ton load of rock into the crusher at the Niagara Falls project querry. 


Ten years later LPG-powered 


earthmovers still making history 


Written by Paul Arbogast of Northern Engine & Supply Co., 
the story beginning on the next page is a sequel to one that 
appeared in BPN in July 1952. 
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[gok NOW YOU CAN 
oe a * REALLY GO TO TOWN 


yi" ENSIGNIS “Years ahead 


LP-GAS CARBURETION 


FOR LIFT TRUCKS AND SMALL TRACTORS 





















THE NEW MODEL “RW” 
VAPORIZER-REGULATOR 
WITH VACUUM CONTROLLED 
SOLENOID FUEL SHUT-OFF. 


Here you have it — all on one group! 
The Ensign Model “RW” Liquid 
Vaporizer with vacuum controlled fuel 
shut-off — the Ensign Model “CL” choke- 
less carburetor — the Ensign liquid filter 
and Ensign Model “SF” vacuum switch! 
There’s no equal! For lift trucks, small tractors, and power 
units, these Ensign components represent the most highly 
developed LP-Gas carburetion system ever built. With 
these components in your stock you can handle about 

75% of all LP-Gas carburetion requirements — and at 
considerably lower installation cost. 

Easy to start without choking and priming. Powerful — 
economical performance. Automatic fuel shut-off plus the 
highly efficient Ensign filter. Fewer connecting lines make 
for easier installation. Readily connected up with 

dealer's stock fittings. 

Yes, now you can really go to town with Ensign’s “Years 
ahead” carburetion. Get all the facts! Simply request data 
on the Ensign Model “RW” Vaporizer-Regulator and you'll 
receive the whole story. Write today for data and prices. 


m7 AY/7, | 


DEALER INQUIRIES INVITED 
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Typical of the bruising work the “Eucs" have been doing for the 
past ten years is this construction shot of many tons of rock drop- 


trailers. 


ping into one of the specially-constructed $25,000 side-dumping 


Working since ‘49, 72 “Eucs’ now on 


third huge job—Niagara Power Project 


N a chill April morning in 

1949, Peter Kiewit Sons Co. 
of Omaha, Neb., rolled out one of 
the largest fleets of earthmoving 
equipment ever assembled on one 
job. Seventy-two giant LPG- 
powered Euclid earthmovers, plus 
auxiliary equipment, began the 
monumental task of shaping the 
largest roll- filled earth embank- 
ment ever built—the awe-inspiring 
Garrison Dam, located on the Mis- 
souri River north of Bismarck, 
N. D. 

It was a history-making achieve- 
ment. By the time the dam was 
completed, each of the 72 mam- 
moth machines had moved more 
than one million yards of dirt. If 
they had been retired then and 
there, they would have already 
earned a “well-done.” 

But this was only the beginning 
for the massive fleet. Today, ten 
years after the Garrison Dam 
project was begun, the massive 
fleet is still at work, and is still 
making history. 

One of the high points of the 
mid-20th century was the comple- 
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tion of the St. Lawrence seaway, 
connecting cities in America’s 
heartland with the Atlantic Ocean. 
This job got under way at just 
about the time Kiewit was putting 
the finishing touches on Garrison. 
So, when the company won three 
contracts on the $475 million proj- 
ect, the fleet was transported as a 
unit to upstate New York. Kiewit’s 
contract included the relocation of 
more than a half-million yards of 
material per vehicle. 

No sooner was this task com- 
pleted than another assignment 
was ready for the big Euclids— 
and this was just as glamorous a 
job as the first two. It was the 
$720 million Niagara Power Proj- 
ect, a controversial plan that 
stirred up political battles across 
the nation before it was finally 
agreed upon. 

This job involves taking water 
from the Niagara River above the 
famous falls and carrying it about 
five miles through the city of Ni- 
agara before discharging it into 
the lower gorge. Kiewit was 
awarded the contract for “Section 


4” of the Niagara Power Project. 

Part of the Kiewit assignment 
included the erection and operation 
of one of the largest aggregate 
crushing plants in the United 
States. Working at a rate of 1000 
tons per hour, the crusher will sup- 
ply all the contractors on the proj- 
ect with crushed rock of various 
sizes as needed for concrete and 
other uses. In a three-year period, 
it is estimated, the plant will crack 
out some 13 million tons. 

The faithful Euclids have been 
called upon to feed the plant. The 
haul from the quarry to the crusher 
is a hefty pull over grades as steep 
as 12 per cent, and the loads some- 
times exceed 70 tons per vehicle. 
Originally, it was felt that push- 
cats might have to be called in ser- 
vice to help nudge the Euclids up 
the steepest hills, but experience 
showed that they can make it on 
their own, and with relative ease. 

Heretofore, the lumbering Eu- 
clids had carried dirt in their 
yawning maws. On this job, since 
the diet was changed to rock, 34 of 
them were fitted with a new side 
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Some idea of the size of the trucks’ latest project may be obtained 
from this partial view of the Niagara Falls quarry floor, 175 ft 
below grade. The LPG-powered Euclids must pull their 70-ton loads 
up 12-to-I5 per cent grades. 





WESTERN 


TANK & STEEL CORP. 


PO BOX 1338 PO5-9474 
LUBBOCK, TEXAS 


The Nation’s No. 1 Manufacturer of & 3 


LPG 


AUTOMOBILE, 
TRUCK AND 
» TRACTOR 

\ TANKS 4 





dump trailer at a cost of $25,000 
each. 

Four of the trucks have been 
fitted with special transmissions to 
allow them to spread a rock blanket 
in the reservoir area. To get uni- 
form cover, they had to be geared 
down to a speed of one mile per 
hour. 

The Euclids have had one engine 
change since they first went into 
service 10 years ago. Originally 
equipped with 325-hp Hall - Scott 
model 400’s, during the St. Law- 
rence job they were fitted with the 
newer model 1091. The conversion 
work was handled by Northern En- 
gine & Supply Co., Virginia, Minn., 
under the direction of Manager 
Gordon Seitz. 

Northern Engine has set up 
shops at each of the job sites to 
handle repairs and overhauls. The 
Niagara Falls shop, completely 
stocked with Century equipment 
and engine and equipment parts, 
is located adjacent to Kiewit’s own 
facility. Outside the building is 
an engine test stand where the 
Hall-Scott and other engines can 
be run under various speeds and 
loads after overhaul. This breaks 
in each unit properly and assures 
Kiewit that the engine is ready to 


Continued on page 108 
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The Best Known Is Best To Sell—Zenith is the oldest and 
most experienced manufacturer of industrial engine 
carburetors. This experience has been applied to LP- 
Gas Systems to deliver all the advantages of this fuel. 


Clark, a foremost manufacturer of materials handling 
equipment, now offers a complete line, with capacities 
from 2,000 to 5,000 Ibs. using Zenith LP-Gas Systems. 
Zenith Conversion Units are for all makes and types. 








OUTLINE OF UNUSUAL OPPORTUNITY: 


Zenith* LP-Gas Conversion Systems for materials handling equipment 


offer exceptional profit possibilities ... Here are Facts— 


. Materials handling equipment powered by LP-Gas 

has increased tremendously. 

a) Demand last year reached all-time peak—and is 
still growing. 

Much of this demand is being met by converting 

present units to LP-Gas. 

a) Conversion installations are quick, easy and 
profitable to make. 

. Profit is attractive 2 ways: 


a) Zenith conversion units give trouble-free perform- 
ance—keep operators satisfied. 


b) Every unit provides additional fuel customers! 


. Zenith, leading manufacturer of industrial carbure- 
tion for many years, applies this experience to its 
LP-Gas conversion units. 


a) Zenith conversion units are for all makes of lift 
trucks, tractors, and industrial engines. 


Get the complete story. Write us now for information 
on conversion units for materials handling equipment. 
LP-Gas Sales Department, Zenith Carburetor Division, 
696 Hart Avenue, Detroit 14, Michigan. 


Zenith Carburetor Division Ry-4eea 
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OF Taelliagcvetels 
Gives You The 


MOST 


Beam is always “‘out front” with the latest developments 
in LP-Gas Carburetion equipment. Note this ‘“‘compact’’ 
installation on a four-cylinder Continental Engine. 


BEAM new Model 60 Regulator — smallest, 


most efficient yet developed. 


REA m Filterlock — smallest, most efficient combination 


fuel-filter and solenoid valve. 


BEAM Microvac — UL Approved precision Safety Switch 
insures fuel lockoff. 


BEAM Water Runner Installation System 


— saves space, time, and money. Makes for most 
compact LP-Gas installation in the Industry. 


Beam makes the \ 
COMPLETE LINE — 
the ADVANCED LINE! 


WRITE FOR LITERATURE! 


BEAM PRODUCTS MFG. CO. 


3040 Rosslyn Street ¢ Los Angeles 65, Calif. 
CHapman 5-5791 





Quick Detachable 
Overall Length 
Domestic 7" Truck 11" 


arkhill 





Safety Hose Nozzles 


Repairs are easy 
Immediate shipment 
Nozzle Parts 
Adaptors, to pipe- 
Acme-POL 


For information ask 


PARKHILL-WADE 


475 Huntington Drive, San Marino, Calif. 





Earthmovers * continued 


go to work as soon as it is in- 
stalled in the vehicle. 

LPG, incidentally, is a jack-of- 
all-trades in the Kiewit camp. In 
addition to its use in the mon- 
strous earthmovers, it also helps 
to: 

e Heat the various buildings in 
the aggregate plant. Behlen grain 
dryers, equipped with 5-million- 
Btu orifices, are used. 

e Heat warehouses and _ shops. 
These areas, difficult to keep warm 
with more conventional methods, 
are supplied with infra-red pro- 
pane units. 

eThaw out equipment. During 
the winter months, when freezing 
was common, propane-fired hand 
torches were frequently needed. 

The equipment is supplied from 
a 30,000-gal. storage tank located 
on a rail siding about three miles 
from the work area. Two 1800-gal. 
bobtails shuttle back and forth be- 
tween the tank and the filling 
points. A number of 1000-gal. 
tanks are used for local distribu- 
tion. The Euclids are fueled di- 
rectly from the bobtails at the end 
of each shift. 

At the peak of activity (in mid- 
summer) it was anticipated that 
fuel would be consumed at a rate 
of three tank cars per week. 

The long life of the vehicles is 
attributable not only to LPG but 
to strict schedules of overhaul, lu- 
brication, and preventive mainte- 
nance as well. On the Garrison 
Dam project, each earthmover was 
lubricated daily. A portable, high- 
speed lubricating plant manned by 
a crew of six was set up near the 
work site. By split second team- 
work, the men could lubricate a 
machine in no more than 1% min- 
utes. A traffic director on the job 
was charged with the duty of keep- 
ing vehicles moving into the lube 
plant. 

A preventive maintenance 
checkup was given once each week, 
and every month each earthmover 
was given a complete tune-up and 
power unit and chassis bearing in- 
spection. 

It’s that kind of maintenance, 
plus propane, that has kept these 
giants going and enabled them, 
over a 10-year period, to do some 
major re-shaping on the face of 
America. cg 
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It was in this modern warehouse that gasoline-powered trucks caused a “smog” problem, 


bringing about conversion to propane. 


Unexpected bonus pays for conversion 


SELMA FINNEY 


HEN you buy something 

and with it get “something 

for nothing,” that’s great. 
But when that “something-for- 
nothing” bonus is so great that it 
amounts to the entire purchase 
price, well that’s too good to be 
true! 

Yet, just that sort of thing hap- 
pened to United Retail Merchants 
Stores, Spokane, Wash. The firm 
converted seven lift trucks to pro- 
pane because of an exhaust fume 
problem, then found the conversion 
saved so much money that its en- 
tire cost was amortized in less than 
one year! 


URM had been using gasoline in 
its seven 2000-lb Clark fork lifts, 
all operated inside its new modern 
warehouse. 


“During the winter months, the 
whole place reeked of gasoline and 
exhaust fumes,” T. A. Weathers, 
URM warehouse _ superintendent 
said. “Tests showed we had far 
too much carbon monoxide in the 
air. It was often necessary to com- 
pletely stop operations and open all 
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in less than one year 














Quality You Can See —and Need! 
IN EVERY MANCHESTER LP-GAS MOBILE FUEL TANK 


Ask for Manchester truck, automotive, tractor and 
fork lift motor fuel tanks, to insure maximum quality 
and safety. Manchester tanks help you sell LP-Gas 


conversions — and you get top quality at very little 
extra cost. 


Order today — or write for 
full information. 


NCHESTER 


TANK & EQUIPMENT CO. 
2880 Norton Ave., Lynwood, California 











"The conversion took URM mechanics 


approximately four hours per truck” 


doors. We had heard propane would 
bring about a tremendous reduc- 
tion in carbon monoxide and con- 
verted to lick the “smog” bogie. It 
did, too.” 

“We never took into considera- 
tion possible lower operation costs 
and reduced maintenance and over- 
hauls. Well, it cost us around $1200 
to convert our lifts and we saved 
that amount in less than one year!” 


Weathers detailed a four-way 
saving for the company: 


1. Propane costs URM approxi- 
mately one-third less than the 
gasoline it had been using, even 
though more propane is required 
to give the same number of 
hours of operation. 

2. With gasoline, oil and filter 
cartridges were changed every 
80 hours. With propane, they are 
now changed only one-tenth as 
frequently — every 800 hours. 
This is a saving of nine oil 
changes and nine cartridge re- 
placements every 800 hours, or 


a total saving for the period of 
63 oil changes and 63 cartridges! 
3. While burning gasoline, the 
engines received a major over- 
haul once each year. After 244 
years on propane, they still 
showed no signs of needing an 
overhaul! 
4. URM found the men liked to 
drive with propane better than 
with gasoline and believes it is 
saving an unmeasurable amount 
because its employees are hap- 
pier and work better. 

Zenith conversion kits were used 
—an outlay of $130 per vehicle. 
Outside of labor, the only other 
conversion cost was a $40, 6-gal. 
fuel tank for each truck. The 
changeover took URM mechanics 
approximately four hours. per 
truck, 

Fuel is supplied from a 500 gal. 
tank, filled on the average of every 
three weeks by Solar Natural Gas 
Co., Spokane. URM also rents a 
pump from Solar to speed up truck 
refuelling. * 








Personnel problems? 


Do you have personnel prob- 
lems? You’re not alone, ac- 
cording to a recent survey 
made by the American Man- 
agement Association Inc. 

Analyzing the requests it 
receives for information on 
management problems, the 
association found that per- 
sonnel problems were far in 
the lead, making up 39 per 
cent of the inquiries. Far 
back in second place were 
general management problems 
with 14 per cent. 

The rest of the problem 
categories followed in this 
order (percentage of the 
total replies in parentheses) : 
finance (11), marketing (10), 
manufacturing (9), office 
management (6), research 
and development (5), inter- 
national management (4), 
packaging (1) and_insur- 
ance (1). 

Personnel problems were di- 
vided into 15 different cate- 
gories with the top five all 
very close together: training 
and development, fringe bene- 
fits, organization, employment 
processes and manpower plan- 
ning, and wage and salary 
administration. 








A fork lift is filled from the 500-gal. Each truck mounts a 6-gal. 
cylinder. In addition, there are four additional cylinders, used 
for emergency refueling. They are mounted on pallets and stationed 
about the warehouse. One of these spares is on this truck's fork. 
Note posts to protect tank. 


In this scene of the way lift trucks are used at URM, a driver pulls 
a loaded train from the receiving dock into the warehouse where 
the merchandise will be stored. Cars will be dropped off or spotted 
at proper storage stations. These 2000 Ib. trucks are used for all 
work around the warehouse. 
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CALENDAR. 


Coming events 


in the Industry 


1959 


September 1|1-12—Wisconsin LPGA Fall 
Convention—Alpine Resort, Egg Har- 
bor, Wis. 


September 13-15—North Carolina LPGA 
Annual Meeting and Convention— 
Sir Walter Raleigh Hotel, Raleigh, 
N.C. 


September 18-19—Florida LPGA Annual 
Convention— Golden Gate Hotel, 
Miami Beach, Fla. 


September 23-24—Illinois LPGA Annual 
Meeting—St. Nicholas Hotel, Spring- 
field, Il. 


September 24—New England Gas Asso- 
ciation Safety Conference — Statler 
Hilton, Boston. 


September 25-26—lowa LPGA Fall Con- 
vention—The New Inn, Lake Okoboji, 
Okoboji, lowa. 


September 28-October | — American 
Welding Society fall meeting—Shera- 
ton-Cadillac Hotel, Detroit, Mich. 


September 29—LPG Motor Fuel Man- 
agement Clinic—Bellevue Stratford 
Hotel, Philadelphia, Pa. 


October 4-6—Oklahoma LPGA Conven- 


tion—Biltmore Hotel, Oklahoma City, 
Okla. 


October 5-7—American Gas Association 
4lst Annual Convention — Conrad 
Hilton Hotel, Chicago, Ill. 


October 8-9—California Natural Gaso- 
line Association 34th Annual Fall 
Meeting—Huntington-Sheraton Hotel, 
Pasadena, Calif. 


October 12-14— Northeast Regional 
LPGA Convention and Trade Show 
—Shératon-Park Hotel, Washington, 
©... 


October 13—Virginia LP Bottled Gas 
Association meeting—Sheraton Park 
Hotel, Washington, D. C. 


October 25-26— Mississippi LP-Gas 
Dealers Association Annual Fall Busi- 
ness Meeting and Election of Officers 
—King Edward Hotel, Jackson, Miss. 


October 29-30—I3th National Home 
Laundry Conference—Statler Hilton 
Hotel, New York City. 


October 30—West Virginia LPGA Con- 
vention — Stonewall Jackson Hotel, 
Clarksburg, W. Va. 


All associations are invited to send in 
dates of their forthcoming meetings for 
this calendar. 
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CENTURY tq : MEANS 


MORE 


“LIFT POWER 


ONLY CENTURY LP-CARBURETION 
SYSTEMS OFFER ALL THESE FEATURES: 


Maintains efficiency in * Exclusive triple action fil- 
idling... Assures constant tering with chamois-felt- 
operation screen system 


Easiest to install Exclusive sealed roller 
k ay *k bearings on throttle shaft. 


Exclusive Century fuel me- Guarantees extra long use 
tering valve carburetor. 


* Quick starting ; 
-+.on the spo 


CENTURY gives you more 
power...more efficiency. 








: DON'T RAISE THAT : 
_ COMPRESSION! . . . install an : 
| ELLIS (extra cold) MANIFOLD 


450-501 1.H.C. 
Using 2'2"" Carb. 


' Leading LPG engineers are sold on the merits of 
: Ellis Bu-Power (Extra Cold) Manifolds. These : 
: manifolds give high-compression performance with : 
: low-compression reliability. Head gasket, ring 
: and bearing troubles are minimized. 


: Get the most out of your LP truck with an Ellis : 
: Dualexhaust Manifold. This latest addition to the ; 
: Ellis line has proven far superior to the so- ; 
| called improved 3% x 4’’ exhaust systems in test ; 
| after test under actual road conditions. 
: By lowering combustion chamber temeperatures ; 
and reducing back pressure, Ellis Duaiexhaust ; 
' increases horsepower. Used with the Bu-Power | 
: Manifold, it gives your truck power that equals ; 
| gasoline horsepower. This is possible only with | 
: an Ellis Manifold. : 


‘ELLIS MANIFOLD CO. 
' 3134 East Washington Blvd. 
Los Angeles 23, California 


Angelus 
24162: 
Phone 





Service Tips 





Cold weather starting 


Failure of an LPG engine to 
start in cold weather is generally 
due to the same part of the system 
that causes the failure on gasoline 
units . .. the electrical system. 

The heart of many engines’ elec- 
trical or ignition system is the 
battery. It should be checked be- 
fore winter sets in, and replaced if 
it does not come up to par. 

Temperature has a big effect on 
the operation of a battery. A cold 
battery does not have the cranking 
power, and will not accept a charge 
as readily as one at normal sum- 
mer temperature. In effect, a bat- 
tery at 15 deg. F is only about one- 
half as good as the same battery 
at 80 deg F. Colder temperatures 
reduce the efficiency even more. 

By remembering this, it can be 
easily seen that excessive cranking 
loads or electrical losses may slow 
up the cranking, and reduce the 
available ignition to the point 
where the engine will not start. 

To prevent voltage loss, clean 
and tighten the connections at the 
battery, starting switch and start- 





eS 1 SIVER 25” ‘itn 


For CARS, TRUCKS 


Patents 
Pending 


INSTALLED SIMPLY, easily. Set adapter on top of your carburetor. 
No offset or gooseneck needed. Filter cartridge is only 2 





inches high. 


VENTURI PRINCIPLE of gas/air proportioning. — No mechanical 
troubles, gumming or sticking. 





FLOATING CONE serves as an automatic choke for instant starting 
and positive regulator action at low engine speeds, lifting out 
of the way as the engine is put under load. 


INSTANT STARTING. The cone drops when motor dies, holding 
a combustible mixture in the manifold. 


WRITE for Form 1264 today, or see your J&S$ jobber. 
CARBURETOR COMPANY 


P. O. Box 10391 e DALLAS 7, TEXAS e Phone Riverside 2-4761 


38! 


S 
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ing motor. To make sure the bat- 
tery receives sufficient charging 
current inspect, clean and tighten 
the connections at the generator, 
regulator, and ammeter. To prevent 
excessive losses in the ignition pri- 
mary circuit inspect, clean, and 
tighten the connections at the dis- 
tributor, ignition coil, ballast and 
ignition switch. 

Follow up this inspection with a 
voltage loss test of each circuit to 
be sure the various wires and 
switch contacts are not the cause 
of power-robbing resistances. 

If the above practices are fol- 
lowed you have taken another step 
toward quick starts at low tem- 
peratures, 


Oil breather check valves 


Considerable difficulty is being 
experienced where a_ ball-check 
valve is used in the oil breather 
system. 

When the line from the valve 
cover or crankcase is vented 
through a check valve into the 
manifold, any malfunction of this 
valve will generally result in a lean 
air-fuel mixture, because outside 
air is entering the intake manifold 
beyond control of the carburetor. 

In order to avoid a service prob- 
lem, we recommend that whenever 
the oil breather line is tapped into 
the manifold, you remove it, plug 
the hole in the manifold, and tap 
the line into the air-cleaner at a 
point where the oil fumes will be 
drawn in with fresh air. 


Cross fire 


Induced leakage or “cross fire” 
sometimes causes modern high com- 
pression engines to misfire under 
load or idle poorly. A strong mag- 
netic field is built up around a spark 
plug wire when high voltage surges 
through it. If another spark plug 
wire is placed in parallel in this 
field, voltage will be induced in the 
second wire. The possible result is 
firing the second cylinder out of 
order. 

Cross fire is most likely to occur 
between consecutively firing cylin- 
ders located adjacently. This prob- 
lem can be minimized by separating 
the spark plug wires with as much 
space as possible. If the wires must 
cross, make it a right angle cross. 
Always be sure that the wires have 
good insulation. 


Service Tips through the 
courtesy of Century News 


gash 
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LPG—the answer 


to a good humor man’s prayer 


IVE years ago, a Memphis, 

Tenn., firm began building—on 
an experimental basis—an entirely 
new type of ice cream vending 
truck, a three-wheeler best de- 
scribed as an automotive merry-go- 
round. 

Motive power was the main prob- 
lem. A small gasoline engine was 
used initially, but proved unsuc- 
cessful. Experiments with electric 
motors met with no further suc- 
cess. 

Then the Merrymobile Co. tried 
LPG. International Harvester’s UC- 
60 18 hp LPG engine proved to be 


This photo of a 
Merrymobile chassis 
waiting for a body 
to be dropped on 
shows the 
rear engine place- 


clearly 


ment of this unique 
layout. Constant re- 
frigeration (provid- 
ed by a one horse- 
power compressor 
connected to the en- 
gine) eliminates the 
need for dry ice. 
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what they had wanted all along. It 
supplied trouble-free, economical 
power for these little vehicles that 
make a high number of stops. 

Last year, a fleet of six Interna- 
tional-engined Merrymobiles was 
tested in Memphis, Louisville, and 
Nashville. These LPG-powered 
units piled up 20,000 successful 
hours and made more than 400 
stops daily! 

Thus far, 21 International-pow- 
ered Merrymobiles have been built 
and orders are in hand for more 
than 100. Franchises are available 
to interested dealers. aR 





long wear 
Vibration 


KkK-up 


JOHNSON 
VANASIL 
PISTONS 


ast pic 


JOHN DEERE 
Vanasil or 
Aluminum 
Pistons—jump 
power output 

Fas much as 
25%, 


MINNEAPOLIS- 
MOLINE 

“U" Vanasil 
Pistons—light- 
weight, yet tough 
as cast iron 


LP conversions of John Deere and 
MM-“U” tractors result in more power 
and performance with Johnson Vana- 
sil Pistons. Newly patented Vanasil 
amazingly combines the hardness of 
cast iron with the lightness of alumi- 
num. Precision Johnson machining and 
engine “know-how” keeps pistons snug 
without sticking. Tractor vibration is 
kept low... stalling eliminated... 
pick-up increased. 

For John Deere A, G, “50”, “‘60” 
and “70”... also Minneapolis-Moline 
“U”. Johnson Aluminum Pistons are 
available for John Deere A, B, D, G 
and H models 








JOHNSON COLD MANIFOLDS FOR LP 
GAS keep constant flow at correct temper- 
atures... are available for: 
John Deere A, B, D, G 
International H, M, W-9 
Allis-Chalmers W, WC, WD, WF 
Ford 600, 700, 800, 900 Series 
—also International and Chevrolet trucks. 


WRITE for literature and prices. 


JOHNSON 


MACHINE SHOP 


DEPT. B-29 PONTIAC, ILL. 
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‘gm CLASSIFIED Acvertising 


All Classified Advertising payable with order. 
coor must reach publisher’s office prior 
the Ist of the month 

Address: Classified Advertising Materials, 
BUTANE-PROPANE News, S. Alvarado 
Street, Los Angeles 57, Calif. 





DISPLAY CLASSIFIED 


ged brew og = 3 Ghaice of 38, 
14, 12,1 S mgs headings. 
with 1 Maxtoum ad size 3”. No 
cuts oA ‘Publisher will set ad for 
maximum effect in space Hh. Ry 











UNDISPLAYED CLASSIFIED 15¢ a word. 
in 6 pt. type without border. $3.00 minimum 
charge per insertion. If Blind Box number care 
of BP PNews is used, count as five words. 


POSITION WANTED. Undisplayed rate is 
one half of abov 


e rate, payable in advance. 
DISCOUNT OF 10% if full payment is made 
in advance for four consecutive insertions of 
andisplayed a 








SITUATIONS WANTED 


BUSINESS SPPORTUNITIES WANTED 





POSITION WANTED: PREFER SALES 
engineering of LP-Gas stand-by plants or in- 
dustrial gas equipment, Have six years’ LP- 
Gas experience as service man; manager; do- 
mestic, commercial, industrial, and carburetion 
installation. Will graduate from Southern 
Tech., a division of Georgia Tech., in Gas 
Fuel Technology this September. Desire to 
locate in the Rocky Mountain states or west- 
ward to coast. eply Box 43, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





22 YEARS’ EXPERIENCE IN ALL phases of 
LP Gas business. Available on 30 days’ notice, 
Prefer S E Coast or Gulf Coast. Extra good 
on Carburetion. Reply Box 45, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 





HELP WANTED 





DEALERSHIPS OPEN: EXPERIENCED 
MAN IN LPG, bottles and _~ Agency 
agreement. Good opportunity if has railroad 
siding and _ spur. RESTRICTED TERRI- 
TORIES. WE FURNISH EVERYTHING. 
Tank Car material, Butane or Propane. Ross 
Refineries, Inc., Belleville, Ill. 





MANUFACTURERS REPRESENTATIVES. 
Proven salesmen for Builtin ranges, weed 
burners, trailer furnaces and stoves, hotplates 
and yard lamps. Terrific setup. Box 1634, 
Muskogee, Oklahoma, 





DISTRIBUTORS WANTED—LPG FUEL. 
Tanks for tractors and trucks, in territories not 
covered now, or partially covered. Reply by 
letter. only. Trade reference required. Texas 
Welding & Manufacturing Company, Inc., Box 
12545, Dallas, Texas 


WANTED TO BUY: SMALL LPG GAS 
business; have $10,000 to a down. Reply 
Box 42, BUTANE-PROPA News, 198 So. 
Alvarado St., Los Angeles 57, Calif. 





BUSINESS OPPORTUNITIES OFFERED 





LPG BULK PLANTS. WE SPECIALIZE in 
selling petroleum p settee throughout Midwest. 
Have number desira lants for sale. OLE 
BRODD, PETROLEU MARKETERS, 605 
Produce Bank Bldg., Minneapolis, Minnesota. 





TWO TRUCK LPG OPERATION AND 
established major and private independent brand 
gasoline jobbership for sale. Volume exceeds 
1,000,000. Central Oklahoma. 15 owned and 
leased stations. Excellent earnings. Terrific 
potential. $85,000. Poor health. Reply Box 
49, BUTANE-PROPANE News, 198 S. Alva- 
rado St., Los Angeles 57, Calif. 


L P. GAS BUSINESS IN MISSOURI, 100 
miles from K. C., Mo. 425 Bottle customers, 
100 Bulk tank customers. 1—1955 Ford tank 
truck 1400 gal. capacity. 1—1958 ™% ton pick- 
up, has Lift Gate. 16,000 gal. = eg on land 
co-owned, excellent source of suppl Delivered 
by transport. Al equipment in H class con- 
dition. This company is free of debt, has made 
money every year for the past 15 years. Price 
$50.000.00.° Reply Box 48, BUTANE-PRO- 
PANE News, 198 So. Alvarado St., Los An- 
geles 57, Calif. 








L. P. GAS BUSINESS FOR SALE IN pros- 

perous South-Eastern community. Well estab- 

aod with plenty of potential. Reply Box 47, 

= TANE-F PROPA ANE News, 198 So. Alvarado 
, Los Angeles 57, Calif. 





FOR SALE — TRUCKS - TRAILERS 





FOR SALE—TRUCKS - TRAILERS - Cont. 





HAUL MORE PROPANE AND _ LESS 
STEEL! LOAD AND UNLOAD FASTER! 
Save the annual Federal tax_on trucks that 
weigh more than 13,000 Ibs! Users praise the 
Nor-Tex 2500 WG Single barrel Payload 
Special of 202B X-rayed material and stress 
relieved. Weighs only 12,890 Ibs. omeneey 
equipped with High Flow Plumbing, eter, 
Hose, Hose Reel, Fire Extinguisher and mounted 
on cab-forward truck with 108” cab to axle di- 
mension. Increased M, “Vapor pump boosts de- 
liveries to 50 GPM apor manifold permits 
easy simult ding and unloading of 
twin tanks with or compressor or liquid 
pump. These vepules. carefully engineered and 
sleek designed Nor-Tex Single and Twin units 
are produced in four attractive models: The 
“Standard” —the “Custom’ *—the payload ‘“Spe- 
cial” and the “DeLuxe.” That’s not all! Twin 
units, up to 2000 WG, are mounted on 85” 
cab to axle. Start hauling more gas and less 
steel. De it profitably and in much less time. 
Phone, wire or write for prices now. NORT 
TEXAS TANK CO., Denton, Texas. Phone 
DUpont 2-5416. 








1957 PROPANE TRANSPORT, A202 steel, 
7800 WG with or without 1957 Reo A603 trac- 
tor, or will trade for 9,000 W.G. or larger. 
Snyder’s, Inc., Ainsworth, Nebraska. 





USED PROPANE DELIVERY TRUCKS, 
1200 GALLONS W.C. Presently in use and 
being replaced with larger units. United Pe- 
troleum Gas Co., 4820 Excelsior Blvd., Minne- 
apolis 16, Minnesota. 


TRINITY BULK TRUCK UNITS 


In stock, ready for immediate delivery. 
Buy early and avoid steel price in- 
creases. 

Write, wire or phone RAY REEDY 


TRINITY STEEL CO. 
las, Texas 
Phone: FL-7-396! 











UNLIMITED 
Employment Opportunities 


Servicemen—Installation Men— 
Salesmen—Bulk Plant Managers 


Many employment situations avail- 
able for those with some experience 
in the LP-GAS Industry. Opportuni- 
ties for advancement are constantly 
developing. Over 90 district offices 
in 18 states east of the Mississippi 
River. If you have experience in 
service, installation, selling or bulk 
plant management send me your de- 
tailed employment history, and state 
the general area in which you would 
be interested in being assigned. 


ROBERT GANTERT 
Personne! Manager 


SUBURBAN PROPANE GAS CORPORATION 
WHIPPANY, N. J. 








TRADE WITH A TRADER! 


NEW & USED 
PROPANE TRUCKS 


I'll trade with you on the phone! 
me / ONE MAN SALES FORCE (my- 
self) SAVES you the usual 10% sales 
commission, eliminates any mix-up on 
order, delivery date, financing, etc., 
yet this year, as in every year for 
past 10 years, I SELL MORE tank 
trucks than anyone else. If you have 
a trade-in, send me photo and descrip- 
tion. Used and NEW units (1400- 
2200 WG) in stock for delivery NOW. 
EASY TERMS — (10% — bow 
Mos. on balance—I carry 

paper). DON’T BUY OR. LEASE a a 
unit until you CALL ME—Day or 
night. WHO AM I? 

Preston Grace—Ph. RI 3-2374 
WHITE RIVER DISTRIBUTORS 
Batesville, Arkansas 








WE SAVE YOU MONEY 
LOOK at this typical SPECIAL 


BRAND NEW 1959 Chev. 2 ton 
with 1800 gal. twin propane tanke, 
PIPED COMPLETE with Vikin 
pump, Neptune Printer Meter, 20 

fire ext. 75’ each filler & vapor 
hoses, ICC lights, full size rear cabi- 
- & controls, READY TO USE— 


$636.00 Down and 36 payments 
of $181.45 including interest. 


You SAVE over $1,000.00 by buying 
instead of leasing. Other sizes (1400- 
2200 WG) & other makes new trucks 
(at FLEET PRICES) available. WE 
TRADE. We have USED TRUCKS 
& TANKS also. Call me anytime. 


Preston Grace 


WHITE RIVER DISTRIBUTORS 
Ph. RI 3-2374—Batesville, Ark. 
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FOR SALE—TRUCKS - TRAILERS - Cont. 





FOR SALE—TANKS—CYLS.—Cont. 





TWO USED DELIVERY TRUCKS FOR 
SALE. 1956 GMC with 1200 gal. single bar- 
rel propane tank, 1955 Chevrolet with twin 
700 gal. propane tanks. Both have Butane Car- 
buretion, and ready to deliver gas. Phone 1088, 
Bill’s Truck Stop, Shamrock, Texas. 


5250 WG PROPANE TRAILER WITH 1955 
Model R-195 Int. tractor 450 Cu. in. engine 
factory equipped for L.P.G. Ready to haul 
gas—$5,000.00. Richardson Butane Co. Phone 
889, Nowata, Oklahoma. 








A GOOD BUY 


Complete propane unit ready to bolt 
to your truck frame, consisting of one 
853 gal. and two 287 gal. tanks. 
Complete piping less pump. 


BOX 667 
Edgemont, Colorado 








USED 1-TON GMC CYLINDER DELIVERY 
truck, 1952 model, Century Carburetion, now 
being used—good condition. Cash price $495.00. 
Iowa location. Reply Box 46, BUTANE- 
PROPANE News, 198 So. Alvarado St., Los 
Angeles 57, Calif. 


USED PROPANE DELIVERY TRUCKS— 
1212 gallons W.G. Presently in use and being 
replaced with larger units. 1 A-20 Mack. 1 
R160 International. G. A. C. Distributing 
Company, Bedford, Indiana. 


1957 CHEVROLET, 1% TON TRUCK DE 
signed to carry 100 Ib. cylinders—A-1 condition 
—Priced at $1900.00. The F. and S. Oil Com- 
pany, P.O. Box 826, Waterbury, Conn. 








USED DELIVERY TANKS 
1—1040 Twin on 350 GMC—1954 model 
Good Condition 


ti 
1—1430 Twin on 1951 Chev. Butane Powered 
Fair Condition 
LUBBOCK MACHINE & SUPPLY 
PO 25261—Box 1589—Lubbock, Texas 





WANTED—MISCELLANEOUS 





WANTED—30,000 GALLON USED tanks; 
will consider 18,000 gallon also. Reply to Mid- 
west Bottle Gas Co., 119 North 3rd Street, 
LaCrosse, Wisconsin. 





WANTED TO BUY: DELIVERY TANK 
TWIN or single, 800 to 1,000 gallons water ca- 
pacity complete with valves and fittings for 250 
lbs pressure without truck. Central de Gas, 
Apartado Postal 491, Chihuahua, Chih.-Mexico. 


FOR RENT or LEASE 








6,000 to 30,000 PROPANE STORAGES for 
sale, rent or lease. Financing and installation 
available. Reply Box 38, BUTANE-PROPANE 
7 198 So Alvarado St., Los Angeles 57, 
Calif. 





PROFESSIONAL SERVICES 











TRANSPORTS: SINGLE OR TWIN 
barrel; new or used; for lease, or sale on 
budget or rental sale plan. If you want 
maximum payload, with all of the latest 
equipment engineered to fit your truck, 
roads, and your hauling problem, get the 
LMC PAYLOADER 
Contact Lubbock Machine & Supply Co., 
Inc., Drawer 1589, Lubbock, Texas 








FOR SALE—MISCELLANEOUS 








SERVEL REFRIGERATORS 


4 & 6 cu. ft.—U-type Evaporator—$20.00 up 
6-7-8 cu. ft. Cross-top Freezer—$35.00 up 


Clean—Guaranteed—Low Cost Shipping 
FRED A. BROWN COMPANY 


170 W. Cumberland St., Phila. 33, P 
Est’d 1918 Call Collect RE 9-1130 




















NEED A NEW OR USED 


PROPANE BULK TRUCK? 


Why don’t you call s man who KNOWS trucks, 
likes to mide, — i - delivery, has EASY 


TERMS, 
You MONEY. All sizes in stock. 
SATISFIED bay -y K 





Preston G 
WHITE RIVER DISTRIBUTORS 
Ph. RI 3-2374—Batesville, Ark. 














FOR SALE—TANKS - CYLINDERS 





USED 20 LB. CYLINDERS (Good as new). 
Complete with valves—$8.95. Used 100 Ib. 
cylinders (good as new). Complete with valves 
and caps—$18.75. Phone JE 6-1730. Pat & 
Chuck Supply—“Tradingest Monkeys in 
Texas,” Box 15333, Ft. Worth, Texas. 





SKID TANKS 
— IN STOCK NOW — 
3000 gallon size built especially rugged for 
oil field use. Write, wire or phone 


Labbock Machine & Supply Ce., lec. 
Pp. oO. por og Bo. 1589 
Lubbock, 








STORAGE TANKS 
immediate Delivery 
250 ropane Storage Tanks, 8,250 WG 
—— 12,450 WG; 72” diameter; 10,170 WG 
through 16,800 WG; 84” diameter; 15, wa 
through 20,500 WG, 95” diameter. Ready for im- 
mediate delivery, our truck fleet. ORDER EARLY 
AVOID STEEL IN 


INCREASE. 
Write, wire or phone RAY REEDY 
TRINITY STEEL CO. 
DALLAS, TEXAS 


DECALS MADE FOR TRUCKS, EQUIP- 
MENT. Small or ree quantities. Catalog free. 
Mathews Co., 827 S. Harvey, Uak Park, ILIl. 





FOR SALE—IMMEDIATE DELIVERY! 
Eureka Smokehouse Burner Assemblies! For 
meat smoke houses using bottled gas. Completely 
automatic. Clean filtered smoke. Distributes 
heat uniformly. Low gas consumption. Auto- 
matic temperature and pilot control. Less prod- 
uct shrinkage. Easily installed. Write for de- 
scriptive pamphlet. Eureka Equipment Company, 
P.O. Box 396, Beloit, Wisconsin. 





DIXIE SEMI-LOCK HOODS, ALUMINUM 
and Aluminum coated steel. Wall bracket or 
free standing. GUARANTEED mechanically 
for life. $3.00 up. Dixie Manufacturing Com- 
pany, Elizahethtown, Kentucky, Box 65. Phone 
Collect RO-5-9229 





“SIDE-ICER” BODIES DESIGNED espe- 
cially for delivery of 100 pound cylinders to 
customers. Side racks reduce height cylinders 
must be lowered or lifted. Bodies from 24 to 
49 cylinder capacity available for inspection in 
Indiana and ichigan. Any reasonable offer 
will be considered. Write for photographs and 
details. The Protane Corporation, 302 East 
13lst Street, Cleveland 8, Ohio. 








Phone: FL-7-3961. 





PROPANE GAS SYSTEMS 


“Listed by Underwriters’ Laboratories, 
Inc.”” If you use as many as one load 
of tanks per year, it will pay you to 
contact us. Distribution throughout the 
Mid-West and Southern states. 


LOWRY TIMS COMPANY 
Quality Steel Products Division, Cleveland, Miss. 








SERVEL GAS REFRIGERATORS 


S400A—4 cu. ft. 
BN600A—6 cu. ft. 
S600A—with Cross-top Freezer 


Used: Guaranteed in good operating order. 
Excellent condition. Low delivery cost any- 
where. Send for illustrated folder NOW. 


BEACH REFRIGERATOR CO. 


196-11 Northern Bivd. Flushing 58, N. Y. 
Phone Flushing 7-6/6! 
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INDIVIDUALLY DESIGNED 
Ammonia and LP Gas Plants 


H. Emerson Thomas 
& Assoc., Inc. 
Westfield, N. J. 


LET MY 30 YEARS OF PRACTICAL “LP” 

experience assure you maximum profits. 

ment revisions, property evaluations for sales 

or refinancing, and peeance, oe - suits also 

supplied. loyd F. 

—_— 821 Crofton Ave., ge roves, 
0. 














PROPANE GAS PLANTS 
ANHYDROUS AMMONIA PLANTS 
Designed and Installed 
PEACOCK CORPORATION 
Box 268, Westfield, N. J. 








L. P. GAS 
INSURANCE 


Have your agent write us about our Com- 


New Mexico, Oklahoma and Texas. 
PAN AMERICAN FIRE & 
CASUALTY COMPANY 
Earl W. Gammage, President 
P. ©. Box 1662 Houston, Texas 














BUSINESS RECORDS 





BUSINESS RECORD FORMS. ALL 
WEATHER EZE-SNAP eatioery 7 for 
use when making LP gas metered ¢ de- 
liveries. 1000 sets (3 sere) ‘imprinted with, .-.. ae 
address and telephone. 

Advise make of meter. DEGR DAY sv 
TEMS, Dept. BP WOODSIDE 77, L. L., 


SERVING 20,000 PETROLEUM COMPA- 
NIES over 30 years with roleum price 
cards, customer reminder Eze-Stik labels, tele 
phone call—service order—L/P metered deliv- 
ery invoices, Eze-Snap Service Form, Duralu- 
minum ticket holders, Sort-O-Matic Rack, etc. 
Write us for details, no obligation. DEGREE 
DAY SYSTEMS, Dept. BP., WOODSIDE 
77, NEW YORK. 
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GUARANTEED QUALITY because, in addition to 
our Own rigid inspection, all tanks are National Board 
approved and are inspected and certified by Hartford 
Steam Boiler Inspection and Insurance Company. 


STEEL-GRIT-BLASTING removes all mill scale 
before prime coat of paint, provides a superior bonding 
surface that assures lower maintenance cost throughout 


QCf 


Write for the free four-page bulletin, 
“ACF Storage Tanks”, or ask any 
American Car and Foundry 

Sales Office for a copy. 


AMERICAN CAR AND FOUNDRY 


DIVISION OF ACF INDUSTRIES, INCORPORATED 


the life of the tank. Steel-grit-blasting inside assures per- 
fectly clean, trouble-free installations. 


STANDARD SIZES from 6,000 to 30,000 gallons 
and more, entirely fabricated at QC f, assures prompt 
delivery and economy, easy specifying for your needs. 
Optional features include integral steel saddles, Uni- 
formed one-piece flued manway. 


Storage Tanks for 
propane, chlorine, 
refrigerant gases— 
Propane Transports— 
Chemical Transports~ 
Safety Valves 


750 THIRD AVENUE, NEW YORK 17, N.Y. 


SALES OFFICES: New York * Chicago © Cleveland »* Washington, D.C. « 





Philadelphia « § sco e 


St. Lovis «+ Berwick, Pa. «+ Huntington, W. Va. 





Sales results prove the 

value of a contract. Texgas 
Distributors everywhere are 
adding up the results of 

quality product, ample 

supply and dependable delivery. 
With Texas Natural you can be 


sure of supplying your 


sales area and growing with it. 


ts 


Check with us today, call, 
wire or write ...and see 
how our services can 


help your services. 


NS 


Texas Natural Gasoline Corporatiom 
P.. t — rT 
= 2 ey >! 800 ENTERPRISE BUILDING 


TULSA, OKLA. ¢ LUTHER 4-1421 


PRODUCERS OF: BUTANE e PROPANE e NATURAL GASOLINE. 





